All the ‘Makings for 


IN THE CHILDREN’S SHOE BUSINESS... 


POLL-PARROT fe 


SHOES FOR CHILDREN ‘Sa 


Join the army of successful 
merchants featuring Poll-Parrot " 
shoes. Be fortified with all the LE A 
outstanding features of this ar 
famous line... specially design- 
ed lasts, expertly fashioned 
styles, built-in features that give 
extra talking points galore... 
genuine all leather construction 
plus a mighty barrage of national 
advertising that captures sales 
for you. Call, wire or write for 
a representative. 


Buy 
DEFENSE 
BONDS 
STAMPS 


ROBERTS, JOHNSON & RAND © St. Louis 





“CRADLE HEE, ~ 


+ 


PEATAELEF Stier,» 
i] | 


This patented feature is made to 

CUP and CRADLE the heel and 

to give the arch natural support ! | t Ww” i oA | | ‘my 
and maintain the natural fleshy 


autiin of the bhet.,.teneadial CRADLE HEEL TRED footwear is construct- 


forcing and flattening the heel to edona logical weight distribution princi- 

ik tho PLAT tanerecte weed ba o> ple... thus giving instant and enduring 

Gnary shoes, thet mahe every viep comfort. Tests prove the heel bears up to 

a shock. The foot-health story of 85% of the body’s weight and when the 

this feature will be easy to sell heel is flattened in ordinary shoes, it 

pisnéuee your cutciners will ep sends a shock. through the body with 

geotiete cad widersiend.:t end every step. In CRADLE HEEL TREDS the 

heel is cradled... thus retaining the nat- 

ural cushioned shape of the heel, letting 

you walk easily and providing a true 

mold socket for this vital weight-support- 

THE NEW! ing heel-arch area. It is not a “‘gadget,” 
not a ‘corrective,’ not for abnormal 
feet.. but is the most correct shoe and the BY ACTUAL TEST 
most comfortable for women who can UP TO 85% OF 
wear “standard” footwear. It has a self- YOUR WEIGHT 
supporting construction principle no ig) BEARS DOWN 
other shoe has...and a definitely new ON THE HEELS. 
sales appeal to the women of America. 


your salesmen will find -it con- 
vincingly easy to explain. 


io 
“y 


THE OLD: Al “al ae 


RADLE HEEL /,,/ Sines 


MANUFACTURED BY 


CRADLE REST SHOE CO. 





18900 WASHINGTON AVE ST LOUIS MO 


DIVISION OF RICE~O NEILL SHOE COMPANY 
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AUMONITION a CHIGAGG 


TAKE CARE OF NECESSITIES FIRST was the warning of the principal keynoter at the 


Chicago Shoe Fair. Buy necessities first is sound advice any time. it is imperative in wartime 





economy. The necessity for summer retailing is a well-balanced inventory of white kid shoes. 


Each year for the past quarter century, colors have been exploited for late Spring selling, but when 
hot weather. developed, the women of America always came into shoe stores for white shoes. 
1942 will prove no exception. Having what the public wants . .. not what a few fancy .. . 


makes successful retailing. 






This is no year to be chasing 


color rainbows particularly when 







it’s profits you're after. The vol- 


, ume business and profits you 






want are in ample selling stocks 






of all-white kid shoes. 







There is no need to speculate on 







off-colors when you know the de- 


pendable safety of white shoes. 







Millions of women want, and 


Seer r tid tbe qT. b : Newhit bh 
K aii  — 
summer. 
: OF 


BttTit Tits sta 
te iif ! ‘4th tal ) 
ie ris a * be g . : ° 
iL W Hilt r ivy QIUL There is good reason now for | 









anticipating your white kid require- 


Wate ments. | 


qOURPRORTS TOMORROW 
| WEWOR 


. WHITE KID 


POLISHED - FLEXY 











SUEDE 





A FACTUAL 
RECORD OF PROGRESS 


United engineering has 

brought about improvements 

that conserve cements and 

solvents at a time when the 

elimination of waste is vital 
in shoe manufacturing. 











SOLVENT 
APPLYING 
GRID MACHINE 











GAC SOLE CEMENT 
APPLYING MACHINE 
MODEL A 
Fitted for Viscous 
solvent. 














GAC SOLVENT 
APPLYING MACHINE 
MODEL B 
Barrel type nozzle. 
Straight feed. 














“WAC SOLVENT APPLYING 
MACHINE — MODEL C 
Automatic Operation 

Cross Feed 
Barrel Type Nozzle 











ITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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...AND THESE HEELS ARE LONGER- 
WEARING AND BETTER-LOOKING 
BECAUSE THEY’RE GOODYEARS. 








Goodyear CUSTOM Heel 


BETTER FOR SELLING! 


Wisk manufacturers don’t help shoes give better all-round 
overlook a thing when it comes service. 

to giving their shoes every pos- —_[y short, they use Goodyear heels 
sible selling advantage. to make their shoes better for 


So they fit their shoes with selling in your store! - 
Goodyear heels — because they Goodyear RIBBED Heel 
know that shoe buyers associ- 

ate the name Goodyear with 
top quality and value. 








And they know that any one of 
these four heels can make any DEFENSE 
shoe look better— because each WORKERS 
has that neat, part-of-the-shoe Goodyear is now mak- 

ing static conductive rub- 
appearance. ber hesls for men's and 
Manufacturers know, too, that peptalinsentetimmestedear 
because Goodyear heels Re 


wear longer they : 
\ A Goodyear SPEEDWAY Heel 
TIP TO RETAILERS! 


PIT ag a 
Goodyear heels are available at all good shoe 
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' 
Wingfoot, Speedway —T.M." 7 . : 
r : : repair shops. For customer satisfaction—when 
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The Go »dyear Tire & Rubber 
their heels need renewing—be sure to specify 


Company 
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MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND & 
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SPAULDING S 


(; j 
The Spaulding Garrison Oxford Counter a [T T 1 ~ O Ih 


meets every requirement of quality, COUNTER 


“strength and manufacture in the counter 


specifications for the Garrison Oxford. SPAULDING FIBRE CO., INC., No. Rochester, New Hampshire 


More than this, it meets every require- Specified for Soldiers... First Choice for Civilians 
ment of uniformity, accurate dimensions 
and precision molding to the last, so essential for mass production in the modern shoe plant. Whether or 


not you are making Garrisons, make Spaulding your counter choice. 





TOWN BROWN 25 BLUEJACKET 88 
INDIA BROWN 74 i = JAVA BROWN 52 





McNEELY GLAZED KID is for trim, 
efficient oxfords, and simple, dis- 
tinquished, spectator shoes. Long 
recognized as the most lightweight 
of leathers, giving necessary foot 
ventilation through countless pores, 
KIDSKIN provides foot health and 
comfort for American women, 
important contribution to National 


Defense. 











MeN BEty DO1¥i13s i160 8 


eMlied Kid ¢ ompany 


HUNTINGDON AND FAIRHILL STS., PHILADELPHIA, PA. 
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Rico Sand Maracain 

with Coconut Racer Trim 

Top-Line Treatment U. S. Pat. No. 2,240,816 
68 Last 19/8 Continental heel 


REG. U.S. PAT. OFF. car 
uURING sooT™ 
ALL 








Spring will have its lovely flowers—and with them will come the unchanging desire of 
women for lovely footwear, for even though the world is changed she will demand the 
exhilaration adornment gives her to gallantly face today’s activities, with spirits high and 
courage firm .. . Tweedies bring you a splendid collection of footwear smartly keyed to 


the world in which we live and work. 


TWEEDIE FOOTWEAR CORPORATION . . . JEFFERSON CITY, MISSOURI 
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HAROLD F. VOLK, tall, lanky and 
alert Texan, becomes the war presi- 
dent of the National Shoe Retailers 
Association. The house of Volk 
Brothers, in Dallas, has been an 
institution in Texas for several 
generations. Shoes and _ leather 
have been in the blood of the Volks 
and it is eminently fitting that the 
leadership of retailing should be in 
Harold Volk’s strong, capable 
hands. 

The first decision that he had to 
face, after being elected, was 
whether to answer the call of senti- 
ment and fellowship or the call of 
duty to his own business. He had 
to decide as to whether he would 
return to Texas and attend the 29th 
annual convention of the Texas Shoe 








Retailers Association or whether he 
would continue on his plan of work 
and go to his Eastern resources for 
shoes and supplies needed in his 
business. There was a great, senti- 
mental pull to go to Fort Worth, 
because his father, the late Leonard 
Volk, was one of the founders of 
the Texas Association and, natu- 
rally, being proud of his State, his 
feeling was to be present at that 
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gathering of shoe men from the 
Southwest. 

Then, when he had weighed the 
situation, he found it necessary to 
fulfill his regular duty of buying 
shoes for his business. So, you see, 
the new president of the National 
Shoe Retailers Association is a 
business man and a man of strength 
and conviction. 








The Lone Star State rates still 
greater prominence in the field of 
shoe retailing, through the fact that 
L. E. Langston, executive vice-presi- 
dent and manager of the N. S. R. A. 
is a Texan. His experience goes 
back to cattle and to shoe retailing 
in Texas and if you want token of 
that fact, step into his office at 274 
Madison Avenue, New York City 
and you will see there, on the wall, 
a pair of longhorns from Texas, of 
great proportions. 

So, it’s Texas on top and a strong 
leadership for an industry on a war 


footing. 


E. C. SAMS, president of the J. C. 
Penney Company, says: 


“One responsibility for which re- 
tailing is directly responsible will be 
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to see to it that the distribution of 
the things people want and need is 
carried forward with the least pos- 
sible disruption and with maximum 
efficiency. 

“During 1942 there will be severe 
shortages in trained personnel as 
more and more employees take their 
places among the armed forces. 
There are going to be serious short- 
ages in many lines of consumer 
goods—particularly the hard lines 
—and necessary changes in the ma- 
terials or manufacture of other lines 
because national war needs come 
first. 

“Regardless of any obstacles that 
retailers may encounter during the 
months ahead, I feel confident that 
the industry as a whole is ready to 








meet them and willing to accept the 
necessary sacrifices and the added 
problems as neither sacrifices nor 
problems but as the opportunity to 
make the largest possible contribu- 


tion toward victory for America.” 
” . * 


ALBERT D. HUTZLER, president 
of Hutzler Brothers Company, Balti- 


more, Md., says: 
“The outlook for this year is not 












clean cut. Baltimore is experiencing 
a defense boom due to its large air- 
craft, shipbuilding and steel plants. 
Therefore, its population will be 
greatly increased. Normal civilian 
production has not been greatly cur- 
tailed as yet in the lines being manu- 
factured here. However, continua- 
tion of this condition is problemati- 
cal, as is also the relative amount of 
purchases to be made by each unit 
of the population. Best informed 
guesses seem to be that there will be 
a slight falling off in the number of 
unit transactions and a slight in- 


crease in dollar volume.” 
* * ” 


FRED LAZARUS, JR., of the F. & 
R. Lazarus Company, and a mem- 
ber of the Chain Retail Advisory 
Board, says: 

“In civil life, the best thing that 
the individual can do in a war 
emergency is to carry on his job 
the best he knows how to do it. 
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our own self-imposed 
guides and controls we have been 
getting ready to meet the emergency 
of total war for a year and a half. 
We now will go on doing the things 
that we have been doing better, if 
possible, than we have been doing 
them. If the government finds new 
things for us to do we will do them 
to the best of our ability. 

“The retailer will place all the 
specialized knowledge and skill of 
the industry at the disposal of Mr. 
Henderson and his able retail ad- 
viser, Edgar Kaufmann, long recog- 
nized as a leader in the industry, 
who now is drawing together an 
organization of practical distribu- 
tors to assist Mr. Henderson 
throughout the war period. 

“No matter what emergency oc- 
curs in the United States or any 
part of it the retail industry stands 
ready to take over any job assigned 
to it. Even in disaster areas, if any 
such develop, retail organizations 
will be found best fitted to carry the 
business of acting as quartermaster 
to the civilian consumer.” 


12 





THE TOUGHER — THE BETTER 


_ReJEcteD! 





—There's a story to the effect that 
during the Spanish-American War 
a "bad feller" went down to St. 
Louis to enlist in the Army. 

—He was being examined by a 
hard-boiled old surgeon who 
stripped him, of course, and dis- 
closed a lot of scars and old 
wounds. 

—He began asking when the chap 
got this and that wound and scar; 
the chap told him one was a 
knife battle, the other was a gun 
shot, another was teeth and 
claws, still another was "just plain 
fightin'." 

—The surgeon said: "We cannot ac- 
cept you. You are too scarred 
u 


Pp. 

—Said the man: "The hell you say. 
1 ‘low'd you wanted fighters in 
the Army." 

—The moral of which is: "Keep your 
shirt on and the Doc won't see 
your scars.” 


Sb. Tebaen 


President 





SENATE testimony, from the rec- 
ord of the Senate Committee on 
Banking and Currency: 

Senator Giass: Why does not 
the retail price keep pace with the 
wholesale price? 

Leon HenpersoN: The retailer 
buys replacement stock. He does 
not replace his whole stock and he 
buys at varying prices in the mar- 
ket. 

He averages his prices. 

We have an arrangement that 
started very early with the leading 
retail organizations of the country, 
who were very, very acutely aware 
of the inflation problem, more 
aware, | believe than any other 
group, and they have adopted al- 
most as standard practice that they 
would do their averaging instead of 
trying to profiteer at the expense of 
the jump in the wholesale price and 


using their replacement costs as a 
base for their retail prices. 

Senator Tosey: That is a fine 
tribute you are paying them. 

Mr. Henverson: They have done 
a good job. 

* * * 
E. P. SIMMONS, president, Sanger 
Brothers, Dallas, Texas, says: 

“As to prospects for this year, the 
largest part of retail trade will be 
active and, generally speaking, 
higher prices will prevail, probably 
10 per cent above current levels. 
Retail management in 1942 will have 
to meet many new merchandise and 
personnel problems. We must pro- 
ceed on the assumption that the war 
will last through this year and 
longer. The 1942 store problems 
will be, as always, to keep stocks 
and expenses in line with sales and 
to endeavor to do a generally good 
iob of storekeeping.” 





P. G. WINNETT, president of Bul- 
lock’s, Los Angeles, says: 

“The outlook for this year is 
somewhat mixed, partly because it 
is too early fully to judge condi- 
tions. Locally, much will depend 
on how close actual warfare comes 
to Pacific Coast cities. Merchants 
generally agree that prices will rise, 
not in runaway fashion, but steadily. 
There is a definite feeling against 
price rise due to speculation, how- 
ever, and buying will no doubt be 
done, generally speaking, on a re- 
quirement basis. Business estimates 
for the first quarter are conserva- 
tive with no anticipation of in- 
creases.” 

* + +e 
FRANK M. MAYFIELD, president 
of Scruggs - Vandervoort - Barney, 
Inc., St. Louis, Mo., says: 

“We think that 1942 will con- 
tinue with some increases in dollar 
sales but fear that this increase will 
largely come from rising prices. 
The real problem in 1942 will be the 
attempt to control expenses in such 
a manner as to yield a normal profit. 
Trends of the last few months have 
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shown that expenses are increasing 
at a faster rate than gross profit. 
When the trend of sales and gross 
profits begin to flatten out the mer- 
chant will face a real problem in 
controlling expenses so that any net 
profit whatever will be left.” 


* * 








MEAT and hides go together! Live 
stock and meat supplies are large 
and will be ample for military, do- 
mestic and overseas trade during 
1942, according to George A. 
Schmidt, chairman of the board of 
directors of the American Institute. 

Production of meat in 1941 ex- 
ceeded that of any other year on 
record, Mr. Schmidt pointed out, 
adding that the quantity consumed 
during the year was also greater 
than that of any previous similar 
period. Almost 19% billions pounds 
were consumed in 1941, compared 
with 18% billion pounds in 1940, 
he said, 

+. * 
WARD MELVILLE, head of the In- 
stitute of Distribution and president 
of the Melville Shoe Corporation, 
says: 

“Increased purchasing by workers 
engaged in war production should 
contribute to maintaining sales vol- 
ume in the first and second quarters 
of 1942 at or near the level for these 
same periods in 1941; after which 
it seems reasonable to expect some 
reduction in the consumption of re- 
tail goods other than necessities. An 
encouraging feature is that few of 
the acute shortages occurring in 
1917-18 are apt to be experienced in 
this war, at least in its earlier 
phases, due to the fact that the 
United States has become much 
more self-contained in recent years.” 





* a 


RALPH L. GOLDSMITH, vice- 
president and general manager of 
Lansburgh & Bros., Washington, 
D. C., says: 

“The influx of newcomes to Wash- 
ington has been such that there are 
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over 1,000,000 people now residing 
in the metropolitan area of the na- 
tional capital. This addition to the 
purchasing power of the community 
produced substantial growth in vol- 
ume of retail business and greatly 
affected the problem of serving that 
public adequately. Merchants must 
continue to drive forward with all 
energy to serve the consumer and 
distribute all the merchandise pos- 
sible.” 


CHARLES E. WILSON, president 
of the General Electric Company, 
says: 

“People will want goods. If we 
can keep them employed and pro- 
ducing, at anything like the level we 
are reaching today, when the na- 
tional income is reaching toward 
$8,000,000,000 a month and em- 
ployment has passed 55,000,000, 
there will be no question of purchas- 
ing power—even though taxes re- 
main for some time at the high level 


proposed for 1942. 








“I said ‘if we can keep them em- 
ployed and producing.’ That’s what 
the President would call an ‘iffy’ 
statement. But there has always 
been that condition. We have built 
up America by realizing that ‘if’. 
The people as consumers have 
wanted more goods and services, 
and the people as producers have 
produced them. Because they 
wanted them, they could afford to 
produce them; because they were 
employed producing them they 
could afford to buy them. And, 
indeed, through advertising and 
other aids to distribution, new wants 
have been continually created along 
with the means to satisfy them.” 
* * 

ELEANOR POWELL’S new taps 
are sterling silver engraved with her 
name on them. They’re a gift from 
Bill Morgan who has made the 
dancer’s shoes for the past several 
years. In celebration of their seventh 
anniversary as a working combina- 
tion. 
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“Believe me, Bedelia, it's the last time I'll buy a pair of shoes during a black-out." 
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WITH fewer styles being shown in recent exhibits of 


shoe manufacturers, OPM is maintaining a watchful 
attitude and has delayed issuing a style simplification 
order. Informed sources say that OPM is depending 


upon the industry to do the job of simplification, but if 


it does not, will be prepared to act on its own initiative. 





a * — 
THE use of rubber in Army shoe soles and other items 
of clothing and equipment has been eliminated or great- 
ly reduced by the Quartermaster Corps. This is part of 
the conservation program effectuated by the Corps which 
in the past six months has introduced substitutes for 
800 critical or strategic materials previously used. 





- a 7 
BRITAIN’S wartime retail concentration, according to 
an article appearing in Domestic Commerce of Jan. 8 
has been accomplished on a voluntary basis on the in- 
vasion coasts, where population has become so small 
there is no justification for maintaining the pre-war 
number of distributing personnel. In Dover, retailers 
have formed a profits pool, shared in by those who 
close their shops. 

A small number of retailers have been bombéd out. 
A reliable source estimates that the shrinkage from this 
cause has been only about 4 per cent of all retailers 
during the first year of active bombing. In some areas 
of course, the loss has been much higher than the aver- 
age figure would indicate. 


Where a retailer merely has his stock destroyed he is 


permitted to replace it without encroachment on the 
wholesaler’s quotas. If his premises are destroyed, he is 
urged to surrender ‘his replacement rights to other 
retailers. 

The Parliamentary secretary of the Board of Trade 
announced in April, 1941, in the House of Commons 
that the Government had no intention of slimming retail 
distribution. He admitted that it would be possible to 
concentrate the business of many stores into one and 
suggested that the Board would like to do this. He said, 
however, that Britain was not ready for such a move. 
He suggested that retailers might sell out, invest in 
Government securities and go into war work. 







* * 7 
THE 1942 Revenue Act will emerge either character- 
terized by a sales tax on practically every commodity 
sold or an income withholding tax which has hung as 
a sword of Damocles over many political heads. 
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TIP FOR COLD WEATHER 
Picture on Opposite Page 


Special winter combat clothing just issued by U. S$. Army 
Quartermaster Corps, designed for use in cold climates, 
includes heavy wool felt innersoles for rubber Arctic boots. 
This soldier and his buddies at Pine Camp, New York, home 
of the Fourth Armored Division, will not get cold feet, 
thanks to woolen socks and felt insoles. Heavy felt inner- 
soles are being used extensively by civilians indulging in 
winter sports; also by police and letter carriers. 
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The House favors the sales tax, but to this the Senate 
objects, saying that the tax burden would be placed on 
low income groups, which would not be so in the case of 
the withholding tax. 


OPM is organizing a Salvage for Victory program 
through its Bureau of Industrial Conservation among 
the nation’s 1,700,000 retail stores. Merchants in all 
sections of the country are being asked to sign pledges 
that their stores are saving waste paper, scrap metal, old 
rags, rubber and other materials urgently needed for 
the war effort. Those signing the pledges are given a 
window emblem signifying that they are taking part in 
the program. 

Suggested procedures include the following: (1) 
Gathering all waste materials and discarded equipment 
no longer in use; (2) Appointment of an employee to 
be responsible for the collection of waste, etc.; and (3) 

[TURN TO PAGE 36, PLEASE] 
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A variety of costumes shown in this group from the Miami Orange Bowl Fashion Review includes one of every type from 
the print bathing suit with matching coat to the hand knit evening dress of pale blue yarn, an import from Cuba. The 
costume with hand bag suspended from a belt is an entirely new idea showing the influence of the war on fashions. 


MIAMI STYLE CREATIONS 


ONE of the outstanding entertainment features of the 
annual Orange Bowl jamboree held in Miami each year 
between Christmas and New Year’s, and culminating 
with the big football game in the Orange Bowl, is a 
fashion review of resort styles. Admission to this is one 
dollar, and thousands of people gladly buy tickets in 
order to get a preview of what smart America will be 
wearing here during the resort season and in the north 
next Summer. 

This year’s show was in the nature of a début of 
original Miami fashions—fashions styled by Miami de- 
signers and made up in Miami workshops. It was spon- 
sored by the Miami Manufacturers Guild, and featured 
“Made in Miami” garments for women almost exclu- 
sively. There were a few imports from other markets, 
but only a very few. 

Outstanding “import,” which was introduced as a 
gesture to the “Good Neighbor” policy, was the collec- 
tion of handknit dresses from Cuba. These dresses had 
been knit to order, in measurements of the models, and 
came from Silvina Echavarri de Mora whose “factory” 
resembles an afternoon tea party on most days. The knit 
evening gowns really stole the show. One was of black 
lace yarn, off-the-shoulder style, tight waist and _ skirt 
flaring below the hips. This is worn over a silver linen 
skirt and with silver accessories. Another of blue grey 
yarn has a sweetheart neckline caught with clips. 

As might be expected, play clothes were of consider- 





able importance. Black is much in the picture; in fact it 
was emphasized as a resort color “from the skin out.” 
Black. is most effective against a golden tanned skin. 
Shorts are narrower and longer. They slim the hips and 
give a longer more graceful line to the leg. 


BATHING suits are definitely more feminine. The frilly 
lampshade skirts over contrasting color trunks, topped 
by a well-fitting, full-busted brassiére, were popular. 
One of the most outstanding was a borrowed design 
from the Florida Seminole Indian. The jersey suit 
topped with a striped bra and a brief skirt in authentic 
Indian design fabric is completed with a fetching cir- 
cular cape, borrowed directly from the Indian women 
of the Everglades. There was plenty of interest in the 
knee-length beach coats matching the suits. 

The sarong theme has been carried out in bathing 
suits as well as in play suits. Slacks are well-cut and 
beautifully hung this year. They are narrower this sea- 


Two hand knit dresses fr Silvina 
Echavarri de Mora of Cuba. The black 
off-the-shoulder evening gown is worn 
over a silver linen skirt. Silver acces- 
sories were worn by the model. 


Make Their Debut .... 


son and look more like a well-tailored trouser. A one- Annual Orange Bow! Fashion Show Features “Made in 
piece form-fitting slack suit in sun yellow was zipped Miami” Styles. important Trends Noted in Narrower, 
[TURN TO PAGE 30, PLEASE] Longer Shorts, Narrower Slacks, More Feminine Bathing 

Suits, Bicycle Suits and Military and War Motifs. Fea- 


Costumes worn at Miami's Orange Bowl Fashion Review. tured Colors Include Red, White and Blue; Black; Gey 


Note especially striped bathing suit borrowed from fabric Combinations. White Still the Basic Resort and Summer 
print designs used by the Florida Seminole Indians. The 
model is holding a matching circular cape, directly copied Color. Prints Both Splashy and Neat. Hand Knit Dresses 
from the Indian woman's cape. Note also the neatly tailored from Cuba the Outstanding Imports. 
slacks and the bishop sleeves on the play dress. The cos- 
tume next to the Seminole bathing suit shows the con- 

tinued Chinese influence on fashions. by E. W. Sudiow 





STORE MODERNIZATION 
--- PAYS DIVIDENDS 


The interior has been completely renovated and equipped with 
Wilton ‘carpeting, smartly styled customer chairs and fitting 
stools, an X-ray fitting machine, new incandescent lighting 


units and new doors and shelving. 


Joe Faflik, proprietor of two stores in 
Greater Cleveland, who started in the 
shoe business at the age of 12, and who 
opened his first store at the age of 18. 
His remodeling program, costing $25,000, 
has produced a 25% sales increase. 


“NOTHING is too good for my customers,” says Joseph 
Faflik, proprietor of the newly streamlined shoe store at 
9208 Lorain Avenue, Cleveland, Ohio, and of a branch 
store at 19363 Detroit Avenue, Lakewood, Ohio, a 
Cleveland suburb. 

Faced by a shortage of display space for his $35,000 
stock of quality merchandise, an inadequate window 
area, and insufficient equipment for the convenience of 
his growing clientele, Mr. Faflik decided upon a major 
expansion which meant an additional investment of 
$25,000 in an addition to the building, new equipment 
of all kinds including lighting, a new front and a com- 
plete renovation of the interior. 

An addition was erected at the rear of the building, 
providing an increase of 840 square feet of floor space. 
Part of the additional space is allotted to the offices of 
his son, Dr. R. B. Faflik, a chiropodist. Another section 


is set apart for Mr. Faflik’s private office, and some of 
it is devoted to the storing of reserve stocks. 

For the most part the added room is equipped with 
new chairs for customer reception and attendance. The 
general space was increased more than quadrupled. 

Brilliant neon signs were erected over the doorway. 
The largest carries the store name. It is directly over 
the double doorway, is erected at right angles to the 
front wall, and shows deep yellow during the day, with 
other colors possible at night. It has the same lettering 
on both sides, and it can be seen for several blocks in 
the busy business district. 

Above the double doorway, in the exact center, is 
another longitudinal sign with a white vitrolite back- 
ground, and black lettering. The store is thus well 
equipped with street advertising. 

There is a direct, concealed light on the top sign and 
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a concealed lighting panel illuminating the longitudinal 
sign, so arranged as to diffuse the light equally to all 
parts of the sign. There is also a concealed awning 
which is supported by the light panels. A special frosted 
glass on the top and lower signs produces a bright but 
glareless illumination. 

The entire front was demolished and a new front of 
black terrara glass with red trim installed. The store 
has a 20 foot frontage on Lorain Avenue, one of the 
main traffic arteries on the West Side, and the front 
design takes full advantage of every inch of space by 
running the windows diagonally toward the center door- 
way, with a zigzag effect. There are few minutes of any 
day, including holidays and Sundays, when there is not 
someone looking at the display of shoes in Joe Faflik’s 
windows. Consequently, he gives a great deal of thought 
and care to this phase of his business. 


ment is not only most attractive, but the contrast is eye- 
compelling. The column directly in front of the center 
doorway is also white, with three black and red stripes 
at the bottom and at the top. The right column is simi- 
larly decorated. These three columns give the lobby a 
distinctiveness and tone which suggest quality. 

The bases of the two large windows, which start at 
a 2% foot level from the tile lobby floor, are also 
decorated in red and black stripes, to pick up the trim 
colors in the columns. The top lines of the windows have 
red stripes against a black background. 

In the background in each window there is a large 
sign, painted in orange on white, reading: “JOE 
FAFLIK.” 

The design and appearance of the Faflik windows at- 
tracted so much attention when first installed and 
illuminated, that the local newspaper with the largest 


That's the Experience of Joseph Faflik of Cleveland, Ohio, Who 

Recently Opened a New Streamlined Shoe Store in That City. Mr. 

Faflik Attributes a 25 Per Cent Increase in Business to His Successful 
Modernizing Program. 


General view of the new front, showing the zigzag arrangement of the 
windows, the thrée columns and the black terrara glass front with the 
new neon sign over the lobby. 


Three columns were set up in the lobby created by 
the window arrangement, and in each column an oval 
recess was made at eye level, with concealed lighting 
inside for the display of specials. One column was placed 
front center, the others flank the doorway. The oval 
frame is trimmed in silver. At the base of the column 
there is a black panel; above it is a stripe of red, another 
black stripe and another one in red. This color arrange- 
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morning circulation sent photographers to take pictures, 
which were published as news items. 

In the exact center of the lobby two massive doors 
of antique oak in natural colors were installed, each 
with a time lock, and fitted with chrome-plated hard- 
ware. The same color scheme prevails here as in the 
Besides each door is an oval 

[TURN TO PAGE 34, PLEASE] 


columns and windows. 
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SHOE FAR 


Miss Betty Ray, attractive model 
at the National Shoe Fair, Chi- 
cago, wore a smart uniform as she 
demonstrated a buckle monk pat- 
tern from the Walk-Over line, spe- 
cially designed for defense work. 


M. A. Mittelman and George 
Miller, of I. Miller & Sons, Inc., 
discuss the fine points of one of 
the new Spring creations. Mr. Mit- 
telman is head of M. A. Mittelman, 
Inc., of Cleveland, who operate 
fashionable women’s footwear es- 
tablishments in a number of cities. 


Left to right—Carl E. Ganter, 

Frank W. Cox of the Stetson Shoe 

Shops, Chicago, Stanley Heald, 

president of Stetson Shoe Com- 

pany, and Warren Lane give them 

the “once over” at the National 
Shoe Fair in Chicago. 








PICTORIAL 


Church warden pipes are tradi- 
tional in the period represented by 
the Johnsonian man, and W. J. 
Crawford of Peoria, Illinois, an ac- 
tive member in the Illinois Shoe 
Retailers’ Association, accepts one 
from him. These were presented 
as souvenirs at the Johnsonian dis- 
play of Endicott-Johnson Corp. at 
the National Shoe Fair. 


When buyers and salesmen 
get together: Seated, left to 
right—S. F. Isherwood, J. L. 
Hudson Co., Detroit, Mich.; 
Al Golanty, Joseph -Horne 
Co., Pittsburgh, Pa.; stand- 
ing—T. K. LaLonde, Green 
Shoe Mfg. Co.; Jack Eagen, 
Abraham & Straus, Ince., 
Brooklyn, N. Y.; T. J. La- 
Londe, M. M. Landay and S. 
L. Slosberg, all of Green 
Shoe Mfg. Co. 


Left to right: H. G. Kates, 

Harvey Evans, of L. B. Evans 

Co.; E. J. Walker, J. B. Wat- 

son and W. R. Shrigley find 

much that’s of interest to say 

about the shoe and the show 
of the moment. 











WAR EFFECTS 
On the Pattern of Shoe Retailing 


Here is How a Pacific Coast Shoe Buyer Views the Current Retail Shoe 

Business Under War Conditions, as Told to Harry R. Terhune, Recorder 

Field Editor, by W. O. McCracken, Buyer of Shoes for the Wetherby- 
Kayser Shoe Co. Stores in Los Angeles and Pasadena 


Harry R. Terhune: What is the 
war doing to shoe retailing in your 
stores? What is your prediction as 
to style trends, based on the first six 
weeks of war conditions? 


W. O. McCracken: These are 
the immediate results: The two or 
three days following our one black- 
out were very reactionary. As soon 
as the public became aware that the 
black-out was merely a dress rehear- 
sal, business immediately picked up. 
At present the volume of business is 
materially ahead of last year’s fig- 
ures. Immediate business during our 
January sale has given us volume 
figures never before attained at any 
previous time. Shoes at regular 
prices, not on sale, are accounting for 
the great increase in business. 


Mr. Terhune: If business is in- 
creasing, the logical question be- 
comes, “What is selling to account for 
the additional volume?” 


Mr. McCracken: First, the regu- 
lar promotions as planned in October 
for early Spring are clicking. Patent 
leather (all over and combined with 
faille or gabardine) gabardine in 
greater volume than most of us pre- 
dicted; tan calfskin, and everything 
in reptile, whether alligator, snake or 
lizard. Shoes with nail head treat- 
ment are very popular. Style cus- 
tomers are buying red shoes in all 
types and materials. Green shoes are 
selling well for early Spring. 

Second, play and leisure platform 
types are selling with no price re- 
sistance in the better grades. Red, 
green and beige or cream are the 
leaders. 

Third—and here is the Dark Horse 
—low heeled or utility types, espe- 
cially oxfords, are on the move. There 
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is not to date, any one specific pat- 
tern or color being demanded. How- 
ever, the shoes being purchased must 
meet certain definite requirements. 

They must be comfortable, which 
necessitates the proper lasts, plus in- 
telligent fitting. 

They must be sturdy enough for 
active, hard wear. 

They must be stylish enough to look 
modern, as this is a 1942 demand 
and not a revival of 1918. Old-fash- 
ioned looking “Suffragette” shoes will 
not suffice. 

Heels must be low enough and 
sufficiently broad at the base for heavy 
duty. Eight-eighths to sixteen-eighths 
heights are what are wanted. 

This unprecedented call for active 
shoes has unlimited possibilities and 
is far reaching in scope. Our entire 
country is at war. This demand will 
reach every city, large or small. Be- 
fore many months women of all ages 
will be engaged in war work of some 
kind. In the beginning it will be 
considered “smart” and patriotic, but 
soon it will be required because of 
necessity. 

As shoe merchants we must be pre- 
pared to meet the requirements in 
footwear for the Red Cross workers 
in all their activities, ambulance 
drivers and all uniformed service 
groups, as well as those engaged in 
activities of the Office of Civilian De- 
fense. This active defense group is 
only one class and perhaps not the 
largest one, whose shoe needs will be 
affected by the war. 

Women are being trained for fac- 
tory defense jobs, in many positions 
formerly held by men. Thousands of 
women are already in our airplane, 
munition and other defense plants. 
They are also engaged in heavy in- 
dustries. These jobs are not office 
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appointments but actual mechanical 
jobs. Women so engaged must have 
the proper footwear. 

In California, women are now al- 
lowed to work 48 hours a week in- 
stead of the former 40 hours. Just 
recently a law has been passed giving 
plants the right to work women at 
any time of the day or night, even 
the “Grave Yard” shift. Prior to this 
revision of the statutes, women were 
not allowed to work after 11 P.M. 
The immediate effect of this is to in- 
crease the number of women who 
will be doing manual labor. And very 
few of these women have the proper 
shoes to stand the gaff. 

Leading merchandising groups pre- 
dict that business will show an in- 
crease of approximately 6 per cent for 
the year of 1942. Washington be- 
lieves that larger retail inventories 
are justified. 

Such opinions are encouraging and 
significant, but must be interpreted 
by shoe men to fit changing demands. 
Large inventories of unwanted shoes, 
even “buyers’ mistakes” are far more 
dangerous than in normal times. Re- 
member back in the last war when 
shoe buyers figured it was smart to 
load up on women’s high-cut shoes, 
because prices were going up so fast. 
Then the botttom dropped out of 
these shoes over night, with shoes 
costing stores ten dollars or more 
for a pair not worth four bits. 

Stocks, above all else, should be 
liquid and flexible enough to enable 
us all to buy a sufficient quantity of 
whatever kind or type of shoe this 
new emergency will require. 

Shoe stocks, customer demands and 
reactions, as well as factory supply, 
must be carefully and _ intelligently 
watched by all shoe merchants who 
wish to survive 1942. 
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THE well-known policy of the Bowman Brothers, who 
operate a group of shoe stores in Illinois and nearby 
states, to keep their establishments up-to-date and tuned 
for duty with the most modern merchandising services, 
was again verified with the recent opening of their re- 
modeled store in Sterling, Ill. 

The opening itself was evidence of the policy of the 
company in making each of its units a friendly store for 
the entire family, a practice which has paid dividends 
during the firm’s forty years in business. An opening of 
any Bowman store is always a newsworthy event, since 
it draws a good percentage of the surrounding popula- 
tion. Farmers in overalls mingle with town bankers and 
business men and all receive the same cordial greeting 
and the same courteous service from the Bowman 
personnel, 

The throngs attending the opening of the Sterling 
store found the building to be one of the most outstand- 
ing in structural design in the business district. The 
store is fashioned after the new, modern off-center de- 
sign, the front being of structural and plate glass, the 
outstanding feature of which is a large tempered plate 
glass door with tempered plate glass sidelights. This 
heavy transparent door gives the passerby the impres- 
sion that he is looking directly into the store rather than 
through the door. [TURN TO PACE 39, PLEASE] 
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Interior of the new Sterling store. Shown above are, left to right: O. J. Bowman, 
president of the firm; Joseph Scharfenberg, manager of the Sterling store; Carl 
Matson, part owner of both the Dixon and the Sterling stores; Lawrence Sandberg, 
salesman; Elmer Olson, of the Simplex Shoe Co., and E. G. Bowman, buyer for 
the Bowman stores. 


In Tune with Modern Merchandising 





Exterior of the new Bowman Bros. store showing the full- 
view glass doors and the wide view display windows. 


NEW BOWMAN BROTHERS STORE, RECENTLY 
OPENED AT STERLING, ILL., CONTINUES POL- 
ICY OF THIS WELL KNOWN FIRM OF MAIN- 
TAINING A FRIENDLY "GOOD NEIGHBOR" AT- 
MOSPHERE IN MODERN SURROUNDINGS. 

















The Editor’s 


Outlook 


|T’S a man’s world and the significance of it is increas- 
ingly apparent every day. Travel the trains and you 
see men going off to army camps and soldiers in uniform 
being transferred. Day by day this will increase, as 
young men respond to their duty. Our nation is slowly 
but surely being put on a war footing. 

You have begun to sense it, if you have been buying 
men’s shoes. Yours is not a problem of reduction in 
local trade because of men going into the army. Yours 
is a problem of educating civilians and men at home 
to the fact that all men’s shoes are to be hit by the lash 
of war. 

Leather is the seventh essential in warfare. Men must 
be shod, belted and accoutred with leather; and the 
leather must be of the right weight and substance and 
approximate government specifjcations. 

It isn’t that three or four million men in the Army 
and Navy consume more leather than forty million men 
and boys in civilian life but it is the weight and type of 
leather demanded for their work that makes the differ- 
ence. We may already have reached the point where 
every pound of sole leather, nine irons or more, will 
be withdrawn from civilian use. Remember, leather in 
the weights needed may also disappear from civilian 
footwear. 

To equip a soldier you have to give Lim three pairs of 
shoes at least for active use. Then there is also one pair 
in the reserve depot; another pair in the process of 
manufacture and still another pair on the material 
assembly supply lines. Multiply that by the millions of 
men called to war service and you have earmarked 
most of the heavy stock of the country suitable for 
war use. 

The leather industry is in the unfortunate position of 
utilizing a product that cannot be artificially increased 
by technological skills. You have to raise cattle, market 
and use the meat before you get the covering—the hide. 
It is true the sea lanes between us and South America 
are still open and we are about the only nation on the 
face @f the globe that can get that raw material with 
any degree of speed and certainty. But we are now called 
upon to also furnish millions of pairs of shoes to Russia 
and maybe to other warring countries. So you see, the 
picture is not within the frame of the United States alone 
for it widens daily—leather as a critical material will 
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The First Real War Test 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


have an effect upon you and your selections for your 
store. 

The men’s shoe situation has toughened up. Insofar 
as women’s shoes are concerned, they are in a com- 
paratively soft position because you can still get lighter 
leathers and their alternates; and in their way, women’s 
shoes don’t use up anything like the footage needed in 
men’s.shoes for war or for civilian use. 

As we have said before, every pair of men’s shoes 
that you have on the shelf is money in the bank. Ap- 
preciate them as such! Inform your man public by 
word of mouth of the good shoes and the good values 
they are getting because the chances are that civilians 
won't get as good or as much in the months to come. 
By so doing, you will prepare the customer for the 
lighter and softer shoes that are to come. The public is 
willing to accept what you have if you make known the 
logical reasons in back of the war—tell ’em everything 
at the fitting stool. 

In a way we are fortunate in entering a Spring and 
Summer season with lighter weights—sport shoes and 
all sorts of soft footwear can be sold as alternates to the 
heavy shoes generally worn. It’s going to take a lot of 
educating right at the fitting stool because man is stub- 
born to his habits and wants what he wants in footwear. 
Naturally, you are going to have older customers. 
Whether they like it or not, the shoes you have are the 
shoes they are going to buy. 

We are only at the beginning of our troubles as a 
business. War ‘needs will increase; current stocks will 
decrease; but we are fortunate in the structure of manu- 
facturing that is able to build all the shoes that are 
needed for war, for work, for men, women and children. 
Whatever stocks are held by manufacturers at the 
moment are already “over-committed.” What govern- 
ment wants, it will take! So you see, it’s in the men’s 
division that our first real test of industry on a war 
footing is to come. How we handle the situation is the 
test as to whether we are Americans first and store- 
keepers second. 

We can thank our lucky stars we are not in the posi- 
tion of the automobile maker and distributor for an im- 
pounded business still must pay its rent and its bills. 

There is a chance to work, selling shoes of some sort 
[TURN TO PAGE 36, PLEASE] 
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ARCH PRESERVERS 


to help them do it! 


@Shoes to fit the job and times! That's what America's 


women are demanding these days! That foretells 
NOR 
greater demand for these serviceable type Arch 13/0 teak 


665 Last 
Preserver Shoes and calls for a revision of your 
stock lists to include a wide variety of styles, sizes 
and materials. It’s profitable business and you'll 


get your share if you stock Arch Preservers heavily. 
Write or Wire Collect for Details 


THE SELBY SHOE COMPANY 
PORTSMOUTH, OHIO 
New York Office: 3120 Empire State Building 
New York Retail Store: Sth Avenue and 38th Street LONDON 
IN CANADA, Murray-Selby, Utd., London, Ont. . . . IN ENGLAND, Selby 736 on Bay 


Shoes, Utd. London . . . IN AUSTRALIA, Selby Shoes, (Aust.) Utd.. Sydney 
. . » IN NEW ZEALAND, Swinton & Ootes, Uitd., Auckiond . . . Junior Arch 
Preservers by Green Shoe Manuf ing Compony, Boston, Massachusetts “THEY'RE SO EASY TO WEAR" 
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Retail Morale Vital for Victory 


More Important for Merchants to Keep Their Organizations 
Functioning Efficiently Than to Try to Carry the World on 


Their Shoulders, 


THE greatest contribution the aver- 
age retailer can make to the welfare 
of the nation in the present emergen- 
cy is to keep working and “tend to 
his knitting,” Arthur C. Kaufmann, 
the executive head of Gimbel’s, Phil- 
adelphia, told the members of the 
Middle Atlantic Shoe Retailers Asso- 
ciation at the opening luncheon ses- 
sion of its twenty-eighth annual busi- 
ness meeting and shoe show at the 
Benjamin Franklin Hotel, in Phila- 
delphia, on Monday of this week. 

Mr. Kaufmann, who is president 
of the Philadelphia Merchants Asso- 
ciation and of the Philadelphia Retail 
Credit Bureau, as well as head of the 
Gimbel store, took the place of Edgar 
J. Kaufmann, president of Kauf- 
mann’s Department, Store, Inc., Pitts- 
burgh, on the M.A.S.R.A. program. 
Now retail price consultant to Leon 
Henderson in the Office of Price Ad- 
ministration, Washington, Mr. Kauf- 
mann of Pittsburgh was unable to be 
present at the convention, due to the 
fact that foggy and stormy weather 
had grounded planes out of Pitts- 
burgh, where he had spent the week- 
end. He telephoned a message which 
Mr. Kaufmann of Gimbel’s, Philadel- 
phia, read to the convention, stress- 
ing the need for co-operation in solv- 
ing the problems of production and 
distribution, to the end that require- 
ments of the armed services and the 
civilian population may both be 
served in an orderly and efficient 
manner. 

On his own account, the Philadel- 
phia Gimbel executive emphasized 
the great importance of maintaining 
national morale in the war emer- 
gency and of avoiding as far as pos- 
sible the attitude so many people have 
assumed of “walking around with 
the weight of the world ‘on their 
shoulders.” Retail business is the sec- 
ond largest industry in the national 
economy, Mr. Kaufmann pointed out, 
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Arthur C. Kaufmann, 
M.A.S.R.A. 





MIDDLE ATLANTIC 
OFFICERS ELECTED 
FOR 1942 


Russell S$. Wood, Philadelphia, Presi- 
dent. 

Walter C. Byerly, Wilmington, Del., 
First Vice-President. 

Robert C. Gerheim, Johnstown, Pa., 
Second Vice-President. 

Mose Leibowitz, York, Pa., 
Vice-President. 

Louis Bendheim, 
Treasurer. 

Cal J. Mensch, Philadelphia, Secre- 
tary and Managing Director. 

Directors were elected as follows: 
Harvey J. Farr, Allentown, Pa.; Robert 
C. Gerheim, Johnstown, Pa.; Mose 
Leibowitz, York, Pa; W. Morgan, 
Pittsburgh; J. G. Smith, Hagerstown, 
Md.; Arthur T. McCanner, Frederick, 
Md.; John A. Storch, Newark, N. J.; 
Louwls Bendheim, Wilmington, Del.; 
Joseph DeYoung, Washington, D. C.; 
Frank Montagna, Norfolk, Vea. 


Third 


Wilmington, Del., 





and for this reason as well as be- 
cause of its close relation to the civil- 
ian population, it is a vitally impor- 
tant factor in the national emergency. 

By way of encouragement to re- 
tail merchants, the speaker pointed 
to the hundred billion dollar national 
income of 1941, and while heavier 
taxes will undoubtedly have a bear- 
ing on the future of retail business, 
he called attention to the fact that 
under the existing tax law, 54 per 
cent of the families in America will 
pay no income taxes whatever, 69 per 
cent will pay $39 or less and 80 per 
cent will pay $60 or less. Such taxes, 
he argued, would not be heavy 
enough to affect very considerably 
the purchase of shoes at retail. It was 
the experience of Canada, he re- 
ported, that retail sales actually in- 
creased 26 per cent in April, 1941, 
the month when the big tax increases 
became effective. 


of Gimbels, 


Tells 


So far as retail price controls are 
concerned, Mr. Kaufmann took the 
position that merchants should rec- 
ognize their necessity as protection 
against the harmful effects of infla- 
tion. 

The convention opened on Sunday 
and continued through Tuesday, with 
the largest attendance of retailers the 
first two days. Many retailers from 
localities within easy motoring dis- 
tance drove in on Sunday to look over 
the lines and brisk buying was re- 
ported by many of the sales. More 
than 170 lines of shoes were on dis- 
play on three floors of the hotel. 

Tuesday’s convention session, held 
in the afternoon, with Morris P. 
King, of Newark, and J. H. Geiger, 
of Richmond, Va., as chairmen. The 
principal speaker was Miss Eleanor 
M. Rutledge, fashion editor of Boot 
AND SHOE ReEcorpeR, whose topic 
was “What Kind of Woman Is Your 
Mrs. Typical Customer?” Among 
other things Miss Rutledge said: 

“All we women are faced with 
pretty much the same problem these 
days. We are all much busier. We 
are adding another full-time job to 
our regular daily peacetime occupa- 
tions. I refer, of course, to the win- 
ning of this war, because we are all 
in it, whether our work is the prob- 
lem of feeding our families better 
than ever in spite of higher food 
prices, or whether we are actually in 
a defense factory or an active defense 
organization job. 

“We are all very busy, but we are 
still women. We still want to look 
attractive and well-dressed, but we 
want to arrive at that result with as 
little loss of time as possible. We 
want our clothes to continue to look 
well without having to spend too 
much time on them. We want them, 

[TURN TO PAGE 30, PLEASE] 
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“SMARTEST SHOES OM THE SQUARE 


AMERICA’S OUTSTANDING PERFORMANCE VALUE IN SHOES 


Easy handling, maneuverability, speed, sea-worthiness . . . 
<a These are the qualities that gain for a yacht, a name and 
: reputation for being a smart performer. Smartest style, longer 
7 wear, more down-right comfort and satisfaction are the 

qualities that have made Johnsonian America’s Outstanding 
Performance Value in men’s shoes, in a little less than two 
years. Now, American merchants have a measuring stick for 
value and a line that enables them to give customers more 
for their shoe dollars. Put Johnsonian Performance Valve to 
work for you. It will help to give you the “trading advantage”’ 
for a profitable 1942. 


JOHNSONIANS ARE Sanitized 


JOHNSONIAN DIVISION 


ENDICOTT-JOHNSON * * NEW YORK CITY 
*¢ ENDICOTT, N. Y. * ST LOUIS, MO. 
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OTHER PEOPLE’S IDEAS 


by JOHN F. W. ANDERSON 


“Turn-in” Sale 


During the month of January, 
Wolff's Shoe Store in Santa Rosa, 
California, featured a “Turn-in Shoe 
Sale” during which period the store 
allowed from one: to, two dollars for 
serviceable shoes turned in for new 
shoes. 

“You turn in your old automobiles, 
furniture and appliances on new 
ones,” said Mr. Wolff, “and now you 
can turn in your old shoes on new 
ones.” 

Two dollars was allowed on pur- 


chase of $6.50 shoes, a dollar and a 
half on $4.95 shoes, and a dollar on 
$3.95 shoes. 

In addition to the excellent sales re- 
sulting from the promotion, much 
favorable publicity was given to the 
store because of the fact that the 
turned-in shoes were given to charita- 
ble agencies for distribution to the 
needy. Thus during the week-long 
sale, Wolff's accomplished the two- 
fold purpose of getting good values 
for their sale merchandise without ad- 
vertising price cuts and also built up 
considerable good will in the town. 








MEN'S SHOE SECTION 
MAIN FLOOR 


“T. EATON C2... 








Card given out in the hosiery department of T. Eaton Co., Winnipeg. 
It suggests shoes. 


A Sound Investment 


Here is a suggestion that should not 
only increase business but will aid the 
government at the same time: 

With every five dollar purchase of 
a pair of shoes or other merchandise 
give a ten-cent defense savings stamp 
free. If the price of the purchase is 
under five dollars, tell the customer 
to bring the sales slip with her when 
she comes in to buy another pair, and 
when the accumulated sales slips 
reach five dollars give her the ten-cent 
stamp. If the sale is over five dollars, 
give one stamp, and another when ac- 
cumulated sales reach ten dollars. 

This idea should be especially ef- 
fective in the merchandising of chil- 
dren’s, boys’ and girls’ shoes. They're 
the ones who take the great interest 
in filling up stamp books to turn in 
for a defense bond. 


* * 


“SPARKLE goes to your feet.” 
(Slattery’s, Boston) 


* * 


Personnel Problems 


Many shoe stores have discovered 
that they are losing considerable num- 
bers of men to the armed forces and 
to the lure of higher wages in defense 
industries. Against the former, there 
is nothing immediate that the store 
can do. Against the latter, the best 
inducement. is higher pay and the 
argument that a job in a shoe store 
may last longer than a job in defense 
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industries. At any rate, many shoe 
stores are going to have to go out 
and find new salesmen. 

One southern shoe store has found 
that the best source of supply is the 
community high school. The school 
authorities are willing to cooperate 
and help pick likely candidates. This 
store has found that it’s best bet is 
to pick seniors and start them in as 
Saturday and Thursday evening men. 
Then if they show ability, to offer 
them a permanent position at gradua- 
tion. 

* * * 

“Very, Very New-sy.” 

. (Stetson Shoe Shop, Boston) 
* *# # 


A Matter of Speaking .. . 


“In times like these it is especially 
important that salespeople be cheer- 
ful, don’t act gloomy or talk about the 
war and possible things to come. A 
salesman’s statements may be carried 
away by a customer as a reflection of 
the store’s opinion or policy.” 

The above statement was recently 
made to us by a prominent retailer. 
We believe that it is an excellent sug- 
gestion and advisable to instruct all 
salesmen to stick to the shoe business 
while on the fitting stool. Not only 
will such a policy guard against mak- 
ing enemies, but it will cut down the 
salesmen’s time in fitting each cus- 
tomer. 

* * # 
A Record of Interest 


The children’s shoe sections of 
Lord’s Department Store in Evanston, 
Ill., have an interesting contribution 
to consumer good will. 

While a child is in the store getting 
a pair of shoes, a recording is made 
of his voice and given to his parents. 
The completed recording is given with 
each purchase of a pair of shoes. The 
recording idea was advertised as 
“made while you wait,” thus bringing 
much additional traffic into the de- 
partment. The promotion has the 
added attraction of providing enter- 
tainment and amusement right in the 
store as well as providing a perma- 
nent gift which will continually re- 
mind the parents as to the store where 
they bought their child a pair of 


shoes. 
_ * * 


“*Hurdy-gurdy merrily, bright nail- 
heads race around the platform sole 
of this PATENT SANDAL, cubed at 
the heel and toe.” 

(Kline’s, St. Louis) 


ae. 


A New Angle on Shoes 


A neighboring men’s shoe store has 
an interesting ‘and very effective way 
to bring window shoes right before 
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the customer’s eye. It’s been used 
before, but that’s no reason why we 
shouldn’t bring it up again. 

An eighteen inch wide board 
stretches across the front of the win- 
dow at an angle of forty-five degrees 
from the vertical. The lower edge 
of the board rests on the front edge of 
the window. Shoes in pairs are. fast- 
ened along the white painted board— 
toes facing away from the window— 
so that the window shopper sees ’em 
as he would on his foot. 

* 7 * 


“The Responsibilities of the 
Retailer in Total War” 


At the recent NRDGA convention, 
Edward N. Allen, chairman of the 
association’s Civilian Defense Commit- 
tee, urged retailers to become “Infor- 
mation Centers” as well as selling 
agents for the public. 

“Here are a few of the things we 
can and must immediately do,” said 
Mr. Allen, “and always in complete 
cooperation with our local defense 
authorities: 

“1. Forget—Business as Usual. 

“2. Of course, continue to act as 
purchasing agents of the public—but 
in a far more realistic sense. 

“3. Be the Information Bureau for 
the public in all matters pertaining to 
Civilian Defense—and again I say— 
in complete cooperation with Defense 
Councils, so that there may be no con- 
fusion. 

“4. Establish your own defense 
units in your individual stores. 

“5. Educate your organization in 
First Aid. 


“6. Set up your delivery services as 


EVERY SIZE... EVERY STYLE 


New Store Hours: 
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emergency ambulances or for any 
other war work of an emergency na- 
ture. 

“7. Make your stores the headquar- 
ters for Red Cross Work—or any other 
defense work; in short, go back to the 
days of the old country store, when 
that store was looked upon as the 
community center of all the commu- 
nity activities of everyday life. 

“8. Guard with every bit of intelli- 
gence and persistence in your being 
against either a just or unjust charge 
of profiteering. 

“9. Promote vigorously the sale of 
Defense Stamps and Bonds.” 


















-S.DEFENSE 
STAMPS 


AT ABSOLUTELY NO REDUCTIONS 


Quantities are Unlimited 
But Hurry, Anyway! 


FINEST QUALITY: Guerenteed to 


Wipe the Japs Off the Map! 

























VERY PRACTICAL: They put Guns, 
Ships, Planes, Tanks in the hands of our armed 
torces, who ere just itching to use them! 









VERY STURDY: The finest protection for 
your country, your city, your home, your family, 
and you! 





EXCHANGEABLE: For U. S. Defense 


Bonds that will grow one-third in value in only ten 
years! 





, ee. © 20: &@ 6.082 a Oe 2: 6 2 ae 


YOU CAN'T AFFORD TO PASS THIS “BUY” 






The cleverest ad as yet—linking defense stamps with 


foot defense words in association of ideas. 











Miami Style Creations Make Their Debut 


[CONTINUED FROM PAGE 17] 


up the front to a wide collar. Wide bell 
sleeves were cuffless and over the outfit 
was worn a three-quarters length deep 
blue corduroy jumper coat. 

Several smart bicycle suits were 
shown, a forerunner of what women 
will be wearing as they travel about this 
Summer on bicycles. One is copied from 
a regulation overall jumper, the legs 
cut above the knee and worn over a 
long, full-sleeved blouse and a long 
torso close-fitting coat over all. The 
most striking model in this line was 
designed by Margaret Newman and 
called a cocktail bicycle dress. Its 
wearer can ride a bicycle to any of the 
smart clubs and be well dressed for the 
cocktail hour. The top is of rayon jersey 
in watermelon red. A perfectly bal- 
anced divided skirt is in square weave 
gabardine in sage green. The form- 
fitting waist closes with a zipper and 
a hood fastens to each side. To the 
flame-colored belt is attached a neat 
purse. 

This bicycle suit was not the only 
military or war idea manifest in the 
showing. It was observed in many 
trims, in military motifs, in brass but- 
tons. One beach hat had a large V cut 
into the brim of a white straw. A blue 
linen shorts play suit was topped with 
a star-spangled blouse of white piqué 
with red stars. Red, white and blue were 
frequently seen in combination. 

Silhouettes are of classic simplicity 
this year. Prints are brilliant in day- 
time dresses. Although splashy for the 
most part, some prints have small, neat 
designs, particularly in two-piece street 
outfits where a dress is topped by a 
short wool jacket. Tailored coats of 
colored linen over foulard silk frocks 
are very smart. Quite important seems 
to be the use of long, full bishop sleeves 
gathered into a narrow cuff. 

In evening gowns those Cuban knits, 
thin and supple as chiffon, were given 
first place. Very clever too was a 
black evening gown with slit skirt de- 
signed by Elinor Burwell. Epaulets 
and hip girdle of rattlesnake skin in 
its natural shade of grey and edged 
with gay-colored sequins, made this 
costume outstanding. 

Green was the color motif of the 
bridal party. The bride’s gown of 
taffeta embroidered in fat tassels of 
pearls provided the traditional white. 
On her head she wore one of the new 
“beanies” edged with lily-of-the-valley, 
with a train-length veil of pale green 
sea foam tulle. The maids wore foun- 
dation slips of green veiled with billow- 
ing skirts of white net. 

“Remember Pearl Harbor” was an 
injunction emphasized in a sarong bath- 
ing suit in red, white and blue jersey, 
worn with a rubber lei. This, it is 
predicted, will become a national fad 
ere the Summer is over. 
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Colors are very gay; there is much 
combining of tones, one of the loveliest 
being iris lavender and tropical green. 
White will, as always, be the basic re- 
sort or Summer frock, but plenty of 
color will be introduced with this white. 
Appliqué is frequently seen and there 
is considerable use being made of gay 
wool hand embroidery.. This was par- 
ticularly noticeable in the exquisite crea- 
tions from the Ida Mae LeVine shops. 
Her sleeveless cardigans embroidered 
in multicolored wool and worn over 
bishop-sleeved white tailored dresses, 
are setting a style that will be picked 
up around the country. 

All in all, Miami has very definitely 
established itself as a place where re- 
sort and Summer styles can be created 
and made, as well as worn, during the 
Winter months. Some 400 merchants, 
stylists and buyers from all over the 
United States were here to attend the 
preview of these Orange Bowl fash- 
ions and to place their orders for next 
season’s business. 


Store Wins Gold Plaque 


Des Mornes, Iowa—Charles A. 
Snead, manager of the Burt Shoe 
store, 515 Walnut Street, won a gold 
plaque and his six salesmen a $100 
cash award when the local branch won 
first place in a sales contest by the 
164 stores of the company. 





In the Shoes of a Hero 


Camp Lee, Va.—Private Clyde Alvin 

York, nephew of Sergeant York of Worid 

War Fame, is in training with the Sixth 

Battalion, Medical Replacement Center, 
Camp Lee, Va. 


Retail Morale Vital 
for Victory 


[CONTINUED FROM PAGE 26] 


therefore, to be well made of good ma- 
terials, to fit well and to be becoming 
and suitable for the job we are doing. 

“Suppose Mrs. Typical Housewife 
comes into your store. She does her 
own housework now, with no part 
time maid coming in. The part time 
worker now has a full time factory job 
paying good wages. Your Housewife 
Customer needs some really good shoes 
for all the walking and standing she 
will be doing now. Before the war, 
she might have thought a tailored 
pump on a 17/8 heel was a practical 
walking shoe. For her part time work 
in the house she was probably careless 
about her shoes. Just wore any old 
shoe on any heel height or a pair of 
house slippers. Now she must learn 
to take care of her feet by giving them 
somewhat lower heels, broader heel 
bases, broad treads, sturdy but flexible 
soles and uppers. For outdoors she 
should have a real walking shoe... 
probably an oxford on a 13%/8 to 15/8 
heel. For her housework she may pre- 
fer one of the sturdier, closed casual 
shoes on a wedge heel. 

“For the woman who is giving her 
whole time to defense work as Air 
Warden, Nurse’s Aid, or member of a 
Motor Corps, to name only a few of the 
possible jobs, she needs the same kind 
of sturdy practical outdoor shoe. Many 
manufacturers are featuring them as 
defense shoes. 

“For your factory worker you may 
find that the sturdy, closed casual shoe 
is the right kind to offer her, especially 
if she is working in slacks or overalls. 
Your clerk ‘would certainly be wise to 
bring out such a shoe for her to see, 
as well as the more tailored street ox- 
ford or buckle shoe. 

“Then there is the office worker who 
is doing defense work in addition to 
her regular job. She, too, will need 
shoes that will help her to do extra 
work with the greatest comfort and 
efficiency and the least fatigue. She, 
too, like all your other customers, but 
especially your well turned-out Com- 
mittee woman, will want a smart as 
well as a practical shoe. 

“You have probably begun to wonder 
by now what is to become of all the 
pretty colorful sandals, the sling back 
pumps and the gay little casual and 
play shoes that you have probably been 
buying. With all that has been writ- 
ten and said about the two sides to the 
Spring fashion picture, I don’t think 
that I shall have to emphasize the im- 
portance of encouraging your custom- 
ers to have something pretty as well 
as practical in their shoe wardrobes. 
I think if you have the pretty shoes 
and display them attractively, they 
will walk right off your shelves. The 
eternal feminine never stops being fem- 

[TURN TO PAGE 45 PLEASE] 
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“ANGLE” TOE 


A walled forepart with oblique 
FRONT EFFECT 


Style 


Studio 


MARBRIDGE BLDG 
wy CTY 


PLAIN PATTERNS are unusually attrac- 
tive over this angle toe last; essentially so 
because there is ample style in the wood 


combined with true fitting qualities. 


FITZ BROS. CO. T. W. GARDINER CO. EMPIRE LAST WORKS KRENTLER BROS. CO. 
Auburn, Maine Lawrence, Mass. Rochester, N. Y. Milwaukee, Wis. 


UNITED LAST CO. STEWART & POTTER CO. KRENTLER BROS. CO. UNITED LAST CO. LTD. 
Brockton, Mass. Brooklyn, N. Y. St. Louis, Mo. Montreal, P. Q. 
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HIS FIRST STEPS ON WINTER MORNINGS 


4d. a wise child (and a wiser mother) who 
avoids the chill of cold, drafty floors by stepping right 
into a pair of cozy felt slippers. Nothing feels better on 
bare feet than the snug comfort of felt. On icy winter 
mornings it’s a wonderful start for the day...and a 
sensible health precaution. 

More people each year are enjoying the unparalleled 
luxury of felt slippers, because they want the comfort 
they bring and appreciate their healthfulness. Felt slip- 
pers fit snugly but not tightly, and their porous con- 


American Felt 
Com 


TRADE 





--- ALWAYS IN WARM 


Attractive Trimfoot 

Jingle Bell model Felt 
Slippers: courtesy of 
Trimfoot Co., St. Louis, Mo. 


struction lets your feet “breathe”. Warm in winter — 
cool in summer, they're a year ‘round treat for feet. 
Doctors approve them for wear in all climates. 

This year as never before holiday emphasis will be on 
personal comfort. Many alert merchants, anticipating 
larger sales of luxury items, plan to push highest-grade 
felt slippers as ideal gifts for the boys in the Services 
and for all the family. Constantly priced right for vol- 
ume sales, the felt slipper is a sure-selling staple. Stock 
them in the heaviest weight for greater satisfaction. 


y 


MARK 


General Offices: GLENVILLE, CONN. 
Sales Offices at New York — Boston — Chicago — Philadelphia — Cleveland — Detroit — St. Louis — San Francisco 


PRODUCERS OF THE FINEST QUALITY SHOE FELTS FOR UPPERS, PLATFORMS, SOLES, INSOLES, 
HEEL PADS, TONGUE LININGS, BOX TOES, FILLERS, CUSHION INSOLES, LININGS, AND DOUBLER FELTS 
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*NATIONAL NEWSe 





THIS WEEK IN 


SHOE TRADE 


wITIYS 


News: 


How Canadian Price Control Affects Shoes 





Retail Prices Frozen to Protect Consumer, and Increased Costs 
Are Divided Between Retailers, Wholesalers 
Manufacturers and Tanners 


OTtTtawa—When the Canadian gov- 
ernment at Ottawa “froze” all retail 
prices across the Dominion at the high- 
est basic price charged during the 
“base” period, Sept. 15 to Oct. 11 last, 
the retail shoe trade joined with other 
retail outlets in this unique home front 
war against the economic enemy, infla- 
tion, so as to assure that the nation’s 
effort in essential war production would 
achieve the greatest possible maximum. 
The new law became effective in De- 
cember. 

As in all other retail trade fields, the 
administration of the new law was 
placed under a suitable head for the 
field. G. Elmer Johnston, Brockville, 
Ont., was named national footwear ad- 
ministrator both wholesale and retail, 
while to facilitate distribution of neces- 
sary rulings, etc., from the director to 
the trade the National Shoe Retailers’ 
Association, through its secretary, 
George S. Hougham, also of Toronto, 
has been cooperating fully. 

Fixed prices, shortage of labor and 
supplies throughout the trade, difficulty 
in obtaining the finished product have 
provided many added problems for the 
shoe trade. With Canadian factories 
turning out thousands of pairs of 
military boots for the Canadian army 
and the armies of Canada’s allies, it 
can be seen that the shortage problem 
will be with the trade for some time. 
A huge shipment of Canadian boots re- 
cently went to Russia for the victorious 
army under Stalin. All this is having 
the effect of bringing about a greater 
standardization of styles, especially in 
women’s footwear. Low heel styles are 
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returning with the military influence 
being felt in most of the fewer stand- 
ardized lines which may, in the future, 
be all that will be available. 

Greater demands and higher costs of 
manufacturing tended to boost the cost 
of footwear to the retailer, who, under 
the freezing order, is not permitted to 
charge above the base period price. To 
take care of this increased cost, the 
footwear industry, including all 
branches, have decided on a distribu- 
tion of added costs, with none being 
passed on to the consumer, as this is 
now unlawful without specific authority 
from the government. The increased 
costs are estimated to range between 
15 and 20 per cent, but for distribution, 
15 per cent was fixed as the maximum. 
Of this the retailer must bear 4 per 
cent if purchasing direct from the man- 
ufacturer. If goods dre bought through 
wholesalers, the retailer and wholesaler 
split the increase, each paying 2 per 
cent. The manufacturer pays 4 per 
cent and the 7 per cent remaining is 
borne by the tanners and primary pro- 
ducérs. 

Thus, the millions of consumers in 
Canada are being protected by the foot- 
wear trade from any widely fluctuating 
prices for footwear. The government 
order fixing prices states that the con- 
sumer is to be protected and that any 
increased costs must be borne by the 
industry and not passed on.- Stiff pen- 
alties, fines ranging up to $5,000 and/or 
two years in jail, are provided for in- 
fractions. Policing the frozen price field 
are the three million women of Canada, 
[TURN TO PAGE 35, PLEASE] 
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Amendment to Army 
Shoe Specifications 


Boston, Mass.—Lieut. Colonel H. E. 
Willis, procurement officer of the local 
Quartermaster Corps of the U. S. 
Army, has issued an amendment to the 
specifications covering the manufacture 
of garrison oxfords which indicates that 
manufacturers currently engaged in 
making army shoes are having diffi- 
culty in getting latex cement. In other 
words, the war in the Pacific is be- 
ginning to be felt acutely by the shoe 
industry, since much of the latex from 
which this widely used cement is made 
comes from -the East Indies. 

“If difficulty is encountered in ob- 
taining latex cement in the manufac- 
ture of shoes, low quarter, tan (gar- 
rison oxfords),” says the amendment 
mailed from the local Army Base, 
“when counters are inserted between 
the lining and the counter, they shall 
be dipped in a solution of Hub paste 
or equal of suitable consistency to se- 
curely fasten the counter to the lining 
and the doubler.” This substitution, it 
is pointed out, however, must be made 
without additional expense to the gov- 
ernment. 

Resuming its program of buying pro- 
tective footwear for the Army, it is 
also announced that on February 2, 
informal bids will be opened on 1,000,- 
000 pairs of all-rubber arctic overshoes. 
Contracts will be negotiated on the 
basis of these informal bids—a prac- 
tice adopted by the Army some time 
ago. 





Joins Clement & Ball Staff 


BALTIMORE, Mp.—Richard Paul has 
joined the organization of the Clement 
& Ball Shoe Manufacturing Co., of this 
city, as vice-president, office and sales 
manager. Mr. Paul’s valuable experi- 
ence was gained in fields. 
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Store Modernization Pays Dividends 
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recessed cove for displaying specials, 
illuminated by concealed lighting. A 
silver trim enhances each oval frame. 


The floor material in the lobby is 
grey terrazzo, and there are two large 
rubber mats, black with brown edging, 
with the name, “JOE FAFLIK” worked 
into the material in white. The ceiling 
of the lobby is in buff California plas- 
ter, which has the appearance of 
marble. 

A new X-ray fitting machine has 
been installed in the rear of the cus- 
tomer’s department. Chairs in various 
colors and in modernistic stylings have 
been added, together with fitting stools. 
The colors are bright but not gaudy, 
and some of the tones of the lobby 
columns, window trim and doorway 
stripes are repeated here to provide a 
synchronized color scheme. 

The wall color is buff and the ceiling 
is clear white, while the shelving is in 
oak to match the doors. A thick carpet 
covers the floor, dark in the background, 
with lighter touches in the pattern. 

In each window there are 11 incan- 
descent lamps, each containing a 300- 
watt bulb, producing a high foot candle 
power illumination on the merchandise 
displayed. The lamps run in a row in 
the center of the window ceiling, fol- 
lowing the zigzag arrangement de- 
scribed. 


In the interior, there are 16 individ- 
ual lighting units, each of the indirect 
shallow bowl type, made of aluminum 
metal, with a glass dish in the center, 
and each with a 500-watt bulb, diffusing 
part of the illumination to be reflected 
from the ceiling, while a part of the 
light seeps through between the metal 
and the glass.’ 

The decorations on the outside sur- 
face are particularly conservative and 
handsome, with a black border at the 
outside rim, then white, then black 
again at the top rim. 


Mr. Faflik began his shoe store ex- 
perience at the age of 12, when he acted 
as a general helper in a store on Clark 
Avenue on Cleveland’s West Side. In 
1914 at the age of 18, he started his 
own business on the same street, and 
in 1925 he opencd the store at 9208 
Lorain Avenue. 

In his first store he carried a stock 
worth $4,000, while today in his main 
store alone, his stock is valued at 
$35,000. He has five regular employees. 

Four years ago he opened the branch 
store at 193353 Detroit Road, Rocky 
River, where he is doing a profitable 
business. Advertising for one store 
helps both, and he can buy to better 
advantage with two outlets. 

For nearly 33 years, Joe Faflik has 
been retailing shoes to the public, and 
he has developed from a hard-working 
youth into an experienced and success- 
ful shoe man. He has always handled 
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quality goods, in a neighborhood popu- 
lated by working people, and he has al- 
Ways stood back of every statement 
made in his advertising, and back of 
every sale. He trains his salespeople 
personally, and thousands of customers 
have bought all their shoes since baby- 
hood from Joe Faflik and his staff. 

His working philosophy has never 
changed. He handles nationally adver- 
tised lines only, for he believes that a 
business built up on merchandise that 
not only appeals to the eye, but that 
gives customer satisfaction is bound to 
build goodwill beyond any dollar value, 
which means permanency and good 
profits in the long run. 

Mr. Faflik states without modifica- 
tion that his sales volume has increased 
steadily since he invested his money in 
new equipment, additional floor space, 
and improved illumination. 

He gives practically all the credit for 
a 25 per cent increase in business to the 
fact that he made his store more notice- 
able from the street, provided more 
pulling power in his windows, and 
dressed up his interior to make it more 
comfortable and attractive for his cus- 
tomers. 

“My new lighting alone is worth 
many thousands of dollars in sales to 
me,” he declared. “And I get a higher 
percentage of window shoppers to come 
in when they see the nice-looking store 
we have now. There is a different atti- 
tude entirely, among my customers and 
clerks.. Everybody likes beautiful sur- 
roundings, and while they cost money, 
every dollar put into improving a store 
should come back and bring at least a 


brother and sister along. That has been 
my experience.” 


350 Attend Annual 
Michigan Fair Banquet 

Detroit, MicH.—About 350 shoe men 
and their wives and guests attended the 
annual banquet which concluded the 
Michigan Shoe Fair, sponsored jointly 
by the Michigan Retail Shoe Dealers’ 
Association and the Michigan Shoe 
Travelers Club, in the main ballroom 
of the Hotel Statler. 

Clyde K. Taylor, secretary-trea- 
surer of the retailers’ group, officiated 
as toastmaster, and introduced the vari- 
ous officers of the association, and 
others in the audience. Frank A. Huet- 
ter, president of the travelers, gave a 
talk and introduced all officers and 
committee chairmen of the travelers’ 
group. 

An extensive program of topline en- 
tertainment followed, with a variety 
show that held the crowd until a late 
hour. 


William A. Norris Heads 
Dixon-Bartlett Co. “2 


BALTIMORE, Mp.— Following the 
death of W. A. Dixon, head of the 
shoe manufacturing firm of Dixon- 
Bartlett Co., William A. Norris has 
been elected president. Other than this 
change the officers remain the same. 
Vice-presidents are Henry W. Lam- 
brecht and John O. Needles; treasurer, 
Noble A. Lewis; secretary, T. Paul 
Tankersley. 

Mr. Norris has been connected with 
the Dixon-Bartlett organization for 
many years. 





Photographed at the recent Notional Shoe Fair in Chicago are, left to right: Alex 
Goldstein, buyer for Edison Bros., St. Louis; William Bresnahan, president of the 
Compo Shoe Machinery Corporation, and William Solar, assistant to the president. 


Boot and Shoe Recorder 





PETES FSASRES 


ESPers ree | 


a & 


How Canadian Price 
Control Affects Shoes 
[CONTINUED FROM PAGE 33] 


who spend up to 85 per cent of all the 
money paid out for food, clothing, foot- 
wear, rents, etc., all of which are in- 
cluded in the freezing order. Infrac- 
tions are to be reported to the appro- 
priate government branch and in addi- 
tion to the fine mentioned above, the re- 
tailer’s license to do business, which is 
now obligatory under the ceiling plan, 
may be cancelled, thus taking away the 
retailer’s right to do business. 

The government is not fooling in its 
effort to stop inflation, but it also is 
providing means by which the increased 
costs will be spread out so that no 
section of the trade will have to bear 
all. Rather, the plan is that all will 
share the added costs for the benefit 
of the nation. 


York Retailers Organize 
Retail Shoe Class 


York, Pa.—After hearing a detailed 
discussion and explanation of the new 
course in retail sales training inaugu- 
rated in the local high school, by the in- 
structor, Charles Henri, the York Shoe 
Retailers Association, at a meeting 
Jan. 12, decided to inaugurate a course 
of its own for employees of the shoe 
stores of the city. The course to be 
started in the near future will con- 
tinue for ten weeks, with the “stu- 
dents” devoting one hour a day, two 
days a week, of the boss’ time, to the 
study of pertinent problems in the shoe 
retailing business. 

Members of the local association 
will take turns teaching the various 
phases of retail selling, especially as 
applied to the shoe stores, and Mr. 
Henri will act in an advisory capacity. 
Plans for the course call for nine les- 
sons covering the various phases of 
selling shoes and a tenth lesson devoted 
to the more general aspects of the busi- 
ness as exemplified in the Boot AND 
SHoE RECORDER creed which reads, 
“Getting more shoes sold right.” 

The first nine lessons will cover: 1, 
Anatomy of the feet; 2, various types 
of shoe construction; 3, different types 
of lasts; 4, leathers; 5, fabrics; 6, heel, 
waist and ball measurements; 7, Good- 
year welt, Little Way, Sbicca, Compo 
and other construction types; 8, ju- 
venile fitting and 9, insoles and 
counters. 


Promoted to 
Merchandising Assistant 
Cuicaco, Int.—L. R. Sexton, for- 
merly head of the downstairs women’s 
shoe department at Marshall Field & 
Company, has been made assistant 
merchandise manager for Field’s down- 
stairs store. Arthur Brown, his former 
assistant, is now head of the shoe de- 
partment. 
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SALES-MAKING DISPLAYS 
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EYE CATCHING 


ALLURE-ETTES 


lo your next important display 


Highlight your next shoe window with a pair of Fairy Form 
Allure-ettes like the transparent models shown here. They'll 
stop more shoppers and hold them for the precious extra 
seconds that make all the difference between an ordinary 


showing and an exceptionally profitable display. 


Of course, we’re taking it for granted that the style leaders 
among your women’s fine shoes will be modeled on Fairy 
Ankle-Hi Forms. Plain toe, Tu-toe or Twinkle-toe models in 
gorgeous pearlescent colors permit you to show each shoe in 
its most attractive setting, and with the perfect forming that 
Fairy Forms provide. Fairy Ankle-Hi Forms are made in six 


foot styles, six heel heights and for shoe sizes from 3) to 5. 


Write today for the full catalog of Fairy Shoe and Hosiery 
Forms and remind us to send with it one of our unique heel 
height rules with 1942 calendar. Check your requirements 
now, while the full line is still available. Address Dept. BS. 


SHOE FORM CO. Inc., AUBURN, N.Y. 


















STYLE + COMFORT 


With 
AIR-TREDS 


You can meet the 


demand for “ut- PORTA NO. 1191 


most comfort” ‘ae A. Last 900 
and “attractive ‘ AAAA one 
style” — qualities or vt eet} 
eagerly sought by Ao T 
a fast-growing army of women de- © 3%.42 
fense workers. Send for our com- i? 
plete catalogue. EEE 31-10 
Our shoes retail at sole and ater 
$5 to $6.50 TRED shoes is 
@ springy air 


AIR TRED SHOE CORP. semis 


This helpe give AIR TREDS 
is ps ve - 
AUBURN, MAINE their inimitable comfort. 
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What your defense dollars buy 


The TANK is to the Army what the 
tackle is to the forward line of a foot- 
bali team. It is the “break-through.” 
Head-on, it crashes timber, houses, 
enemy fortifications. Once it has opened 
the way, the attacking force follows for 
the “mopping up.” 

' The Nazis, using these great steel 
pachyderms which they produce in vast quantities, have been able 
to break through every fortified line in 14 conquered countries. 

In America, the medium-sized tank is the popular size. A 
medium-size tank weighs 30 tons. To make it takes as much steel 
as would be used in 500 refrigerators, as much rubber as goes 
into 87 average automobile tires. : 

The planning of a tank takes as great skill as a large-scale con- 
struction job. One recently converted automobile plant, faced with 
retooling for tank production, had to put 200 engineers to work 
in day and night shifts for one month, mapping out machinery re- 
quirements and plant layout. ? 

To match the mechanical might of aggressor nations today, 
America needs thousands of these tanks. They're rolling off the 
assembly lines now. They cost real money. Every time you buy 
an $18.75 Defense Savings Bond or a 10¢ Defense Saving Stamp, 
you give your country money enough to buy a vital part for an- 
other new tank. 
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The Editor’s Outlook 


[CONTINUED FROM PAGE 24] 


or another to approximately 129,000,000 people—not 
a greatly reduced market from the estimated 132,000,000 
population. You are expected to buy and sell, serve and 
fit better than you ever did before because you too are 
on a war footing. 

Any wastes, extravagances or errors are a 
menace to the conduct of the war. The working 
public has money to spend but that doesn’t mean 
that you are going to get it all. You have an obli- 
gation to give such values and such fitting as you 
never gave before. As you conduct your busi- 
ness, so will thousands of other shoe men 
conduct theirs and the aggregate impact and im- 
pression of the service given by that foot useful 
industry will be our contribution to the ultimate 
vicory. ‘ 

We have the greatest opportunity in our lives to cap- 
ture the good will of Washington and the country. Will 
you do your part—for the first battle on the civilian 
front is in the field of men’s footwear—and it can be 
lost by speculation and hysteria in buying or waste and 
greed in selling. There never was a time when the right 
shoe for the right foot, in the right fitting has played a 
more important part. 


Remember above all else that there is a place and a 








need for a wide diversity of all types of footwear for 
men as well as for women and children. The wider you 
diversify your materials, the less opportunity for bottle- 
necks, shortages and higher prices for supplies. Also, 
cultivate a tolerance for difficulties all the way down 
the line, from the packing room (without cartons and 
tissues) to the supplier of nails, eyelets and the count- 
less ingredients that go into footwear. Begin to develop 
an acceptance for leather that is scratchy, branded or 
shows minor flaws—you’ll be lucky to get it anyway! 





Washington News Reel 


[CONTINUED FROM PAGE 15] 


Sell all these to a waste material collector or give to a 
charity, school, or other organization collecting them. 


* * . 
THE O’Mahoney amendment to the price bill, so far 
as the President is concerned, is reason enough to veto 
it. He says the provision which permits farm prices to 
rise to 120 per cent of parity would result in demands 
for higher wages to meet increased living costs, and 
that as wages mounted the parity price would have to 
be raised, requiring another upward hike in the price 
ceiling, followed by more wage demands. This would be 
the dread upward spiral to inflation which the bill is 
supposed to prevent. 
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SHOES FOR THE JOB 
SERVICE « DEFENSE « WORK 


W... will win the battles of Production and Precaution. But, 

good work demands good shoes! American shoe factories will 

FEATURING deliver the shoes, and American retailers face a great obligation to 

EDITORIALLY: see that these Work, Service and Defense Shoes are well fitted and 

well sold. . . . But, they also face the opportunity of a lifetime for 

additional sales in these new types. Millions of men and women will 

itietinen tastier hes Williaa wear Service and Work Shoes for the first time in their lives; millions 

Sshuteo Nursing of women in uniform, and out, will wear proudly the sturdy types 
Motor Corps Precaution Our Industry has developed and called Defense Styles. 

Every shoe manufacturer in America has a shoe, or line of shoes, 


ave which fits into this great Work and Defense Scheme. 
fou! 2nd These items are spot merchandise NOW. Merchants are looking 
fold for sources NOW ; and, merchants reading this Shoes for Work, for 
Defense, for Service and Precaution issue, will be looking for your 
ad in it. Enroll NOW for this first dramatic presentation in the 
Recorder’s great 1942 program. 


BOOT ann SHOE RECORDER 


The Great National Shoe Weekly 
100 EAST 42nd ST. A Chilton @ Publication NEW YORK CITY 
ABP ABC 


Work Shoes 
Types Suitable for American 
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Merchandising 


[ConTINUED FROM PAGE 23] Gach IDEAL BABY SHOE 
HAS ITS SPECIAL UPPER LEATHER 
AND SOLE STOCK 


ll 
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The non-symmetrical idea used in the 
off-center front is carried out likewise 
in the interior of the store, with a strip 
of mixed gray linoleum running the 
full length of the store, about three 
feet off the center. To the right is the 
men’s department, furnished appropri- 
ately with heavy masculine chairs of 
dark tan upholstering and a light green 
carpeting. To the left is the women’s 
department, with chairs upholstered in 
light ivory mixture, the carpeting a 
delicate peach shade. 

Shelving and other fixtures are of 
light tan prima vera finish with light 
birch trim and light maple shelves. All 
other fixtures, such as chairs, fitting 
stools, mirrors and X-ray machine are 
finished to match. Display cases and 
counters are built into and extend out 











Turoucn constant research and long 
experience, Mrs. Day has demonstrated 
the importance of the Right Leathers 
and Fabrics in the right places in baby 
shoes. From finest tanneries and mills 
come special tannages and weaves that 
American Infant Foot Health may be 
safeguarded in Mrs. Day's Ideal Baby 
Shoes. And, America’s leading shoe re- 
tailers have proven the wisdom and 


from the wall. Eye-catching novelties, 
which serve a utilitarian purpose, are 
the rounded coves in the walls above 
the shelving, one on each side, and one 
in the rear. These are equipped with 
daylight fluorescent lighting, giving a 
bluish light which contrasts with white 
fluorescent used for general store light- 
ing. 

A full-page advertisement announc- 
ing the opening of the store was typi- 
cal of the informal friendly policy 
which exists in all Bowman stores. The 
names of members of the personnel are 
listed, with the following identifica- 
tions: Joseph Scharfenberg, manager, 
“Joe is a Sterling man in more ways 
than one”; Marvin Johnson, “Just an- 
other ‘Swede’! Has worked for Bow- 
man Bros. in Rockford for many 
years”; Lawrence Sandberg, “A young 
man from Moline. Has worked for- 
merly at our store in Monmouth. He’s 
a ‘cousin’ of the family,” and Orville, 
Allen, Algot, and Everett Bowman, 
“who will be here as needed.” Carl 
Matson, who is part owner, divides his 
time between this and his store at 
Dixon. 

It is also interesting to note that this 
announcement carried a full statement 
of the store’s policy in dealing with 
customers, which reads: 

“To sell only high-grade shoes that 
we can unreservedly guarantee for qual- 
ity and workmanship. 

“To carry PLENTY of sizes and 
widths, and PLENTY of styles in each 
make of shoes. 

“To render courteous service at all 
times, through experienced and de- 
pendable salesmen. 

“To make it pleasant for you to shop 
at our store through the most modern 
ways of merchandising, and 

“To operate a clean, neat store, with 
high-grade men of unquestionable char- 
acter and habits.” 

The Bowman Bros. stores have been 
in business since 1900 and have built 
for themselves an enviable position in 
the shoe business. At the present time 
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Profit of her exact policy. 


MRS. DAY'S 


IDEAL 


BABY SHOE CO. 


DANVERS, MASSACHUSETTS 





they have twelve retail shoe stores, with 
headquarters at Monmouth, Ill. Orville 
J. Bowman is president, Allen Bowman, 
vice-president, and Algot J. Bowman, 
secretary-treasurer. 


Schade Retires from 
B. F. Goodrich Co. 


AKRON, O.—James W. Schade, for 
16 years director of research for the 
B. F. Goodrich So., Akron, has retired 
after having completed more than 
thirty years with the firm. He assumed 
direction of technical work in the foot- 
wear department in 1913, and in 1919 
he became manager of the department. 
In 1922 he was placed in charge of the 


Goodrich testing laboratories, and three 
years later was named head of the 
company’s physical and chemical re- 
search laboratories. Born in Brooklyn, 
N. Y., Jan. 22, 1882, he was graduated 
from Cornell University in 1904. He is 
the author of a number of technical 
papers and has frequently contributed 
to encyclopedia articles on rubber 
manufacture. 


Correction 


Through an error the name John C. 
Thayer was given in an obituary no- 
tice that appeared on Page 36 in the 
January 3rd issue of Boot AND SHOE 
Recorper. The correct name is John 
C. Thompson. 
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NEWFLEX 


Play the pigs “a 
and not the nags, 
You'll have more money 
in the bags. 


EDGAR: S. KIEFER TAN 
TANNERIES “AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. # BOSTON, 42 UNCOIN ST. 


PIGS KI 


INNERSOLES » COUNTERS WELTING 


Notice 


CR re 


NOTICE 


On the tickets of @timission to our Tenth 
Anniversary Beefsteak Dinner, we in- 
cluded the words ‘‘Net Profit Donated to 
the American Red Cross."’ 

The tickets were printed before the Red 
Cross was consulted, and we are advised 
that the sentence was in violation of that 
fine organization's regulations and restric- 
tions. 

We sincerely regret this error, which was 
made inadvertently. 


NATIONAL SHOE STORES, Inc. 




















Shoe Club Repeats 


New YorkK—The Shoe Club of New 
York once again has turned out a fine 
piece of work in their annual diary 
which each year they send out to their 
members and friends. Handsomely 
bound in imitation alligator grain the 
260-page book is full of interest and 
information for the business man. 

Miss Morganstern, secretary of the 
Shoe Club, deserves congratulations on 
a good job well done. 


40 


Green in Charge of 
New O’Donnell Division 


New York—Richard (Dick) Green, 
for the past five years sales representa- 
tive of the O’Donnell Shoe Company, of 
Humboldt, Tenn., in charge of their 
New York office, has recently been ap- 
pointed vice-president and general man- 
ager of the new “Conductive” division 
of O’Donnell which has been formed to 
manufacture the firm’s new patented 
“Conductive” shoes. 


RICHARD T. GREEN 


These shoes on which considerable 
time and expense has been spent in re- 
search and tests, were developed with 
the purpose of, grounding body static 
electricity of workers in hospitals and 
munition plants where a spark from a 
such a person could, and has in many 
instances, set off gases or powder dust 
with more or less disastrous results. 

These new shoes, just recently passed 
by the Underwriters’ Laboratories, pro- 
vide a means of continuous ground for 
the wearer thereby doing away with the 
possibility of the body building up any 
static electricity that could result in 
such an explosion. 

Mr. Green will travel throughout 
the country contacting hospitals, muni- 
tion and industrial plants as well as 
retail outlets centering around these 
establishments with this new line of 
shoes, still maintaining his offices with 
the O’Donnell Shoe Company in the 
Marbridge Building, New York City. 


Officers Elected at Mid- 
Continent Showing 


OKLAHOMA City, OKLA—At a busi- 
ness meeting of the Mid-Continent 
Shoe Travelers Association, held dur- 
ing their Spring Buying Show here, 
January 4, 5, 6, the following were 
elected to direct the activities of the 
group for 1942: 

M. I. Marker, president; J. M. Alex- 
ander, vice-president; E. J. Eichhorn, 
secretary, and Norton R. Thompson, 
treasurer. 

While the showing, held in the Skin- 
ner Hotel, Oklahoma City, opened on 


the coldest day of the year with a 
blizzard raging, attendance of shoe re- 
tailers from Oklahoma and Kansas ex- 
ceeded all expectations and a good per- 
centage of business was placed during 
the three days. 


Urges Attendance at Meeting 


RocHEsTerR, N. Y.— “If there ever 
was a time when shoe men should ex- 
change views and ideas regarding how 
to meet perplexing problems before 
them because of the war, that time is 
now,” wrote John Slater of New York, 
urging all directors of the New York 
State Shoe Retailers’ Association to at- 
tend its mid-Winter meeting at the 
Powers Hotel Sunday, Feb. 1 at 12:30 
p.m. 

“Our directors live in the principal 
cities and large villages of the state,” 
he continued, “and as a ruie, they have 
the most progressive shoe stores. They 
are men and women of high character 
and I am proud to be their chairman. 
I hope that all will be present at this 
important meeting.” 


Frank G. Mirra Heads 
Philadelphia Shoe Travelers * 


PHILADELPHIA, Pa.—The twenty-fifth 
annual meeting of the Philadelphia 
Shoe Travelers Association, which, like 
all of the more recent annual meetings 
of the organization, took the form of 
a luncheon and entertainment for mem- 
bers and their traveling men friends, 
was held on Saturday, January 17, at 
the Hotel Benjamin Franklin. 

The association and the entertain- 
ment committee, of which Sidney Horo- 
witz is chairman, provided a most inter- 
esting program through the course of 
the luncheon: Music by entertainers 
and songs by the members in chorus, 
also solo and quartette numbers in 
which much talent was displayed, con- 
stituted the main features. A magician 
mystified and amused the diners with 
tricks and patter. There was a good 
proportion of the membership in at- 
tendance and quite a number of guests, 
who were brought to the city by the 
opening the following day of the con- 
vention and shoe show of the Middle 
Atlantic Shoe Retailers Association. 

Following the luncheon and enter- 
tainment program, Frank G. Mirra, 
acting president since the death of O. 
J. Paden, called upon several for in- 
formal remarks. Among them were 
James M. Scanlon, no longer a member 
of the shoe industry, but who was 
twenty-five years ago the first secretary 
of the organization, and later president 
not alone of it but of the National Shoe 
Travelers Association as well. Mr. 
Scanlon gave a very interesting talk 
of the earlier days of the association 
and of the then active members of it, 
a number of whom were among his 
listeners. 

Messrs. Samuel Koons and H. Walter 
Seott of the business press discussed 
respectively the present and conjectured 
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Patriotic Price Tags 


Add Color and Eye Appeal to Your 
WINDOW TRIMS 


Great little time savers! 


15,” x 21/4” 
150 Different 
Prices in Stock 


6 Doz. — $1.25 
12 Doz. — $2.25 


With Store Name Imprinted: 
144 Tickets — $3.85 
Any selection of prices desired 
Check with Order Please: 
If C.O.D. Preferred, Add 12c 
If Special Delivery. add 15c¢ 
DISPLAY CARDS: 60c Each; 3 for $1.50 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
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TODAY—WHATEVER YOUR JOB 


Keep Your Feet 


Whatever your job, keep your 
feet. Keep them smart if you will, 
but above all keep them comfort- 
able. Footloose Shoes by Bellaire, 
with their patented floating insole 
for full flexibility, with their cush- 


1on comfort features, prove that 
smart shoes, carefully tailored, 
can be truly comfortable. 
Footloose Shoes fill today's need 
for active women who want fash- 
jon, too. 

INEZ 


Black Kid and 
Gabardine. Also 
in Blue Kid and 


Gabardine ; and 
in all-White Kid $500 
AAA t C RETAILER 


Write for Spring 1942 Catalog 
of In-Stock Styles 


BELLAIRE SHOE COMPANY. PORTLAND, ME. 


MI NEY 6 WALKER. IN 














future of leather supplies, and the out- 
look for shoe selling under war condi- 
tions. 

The business meeting of the associa- 
tion which followed this program re- 
sulted in the election of Frank G. Mirra 
as president, William A. Tomkins as 
vice-president, I. Frank Oberfield as 
secretary-treasurer and Herman C. 
Johnson to fill a vacancy on the Board 
of Governors, which otherwise re- 
mained the same. A general discussion 
of matters of interest to the member- 
ship and the trade, among them con- 
sideration of the proposal to change 
the headquarters of the National Asso- 
ciation from Boston to the Middle West, 
and the vital matter of future trans- 
portation under the tire rationing con- 
ditions was held. Both of these last 
named matters were left for later ac- 
tion at the hands of the Board of 
Governors. Altogether the meeting was 
one of the most enjoyable and profitable 
held by the association, and was excep- 
tionally well attended. 


Purehase Shoe Stock 


BROOKLYN, N. Y.—The stock of Wear 
Best Footwear, Inc., formerly owned by 
Joseph Keller and David Gordon, has 
been purchased by the remaining mem- 
bers of the firm, Sam Rosen, Charles 
Linder, Max Gresagk and Alfred Levy. 
The company reports big increase in 
volume for the past twelve months. 
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R. C. Marshall with 
Plymouth Shoe Co. 


MIppLesoro, Mass.—The Plymouth 
Shoe Co., well-known manufacturers of 
men’s shoes, announces the appoint- 
ment as quality and production mana- 
ger of R. C. Marshall. Mr. Marshall 





R. C. MARSHALL 


will also act in the same capacity for 
the Leonard & Barrows Shoe Co., 
both of which companies Robert Gold- 
stein is President and Treasurer. 





? 

Mr. Marshall brings to his new po- 
sition a thorough knowledge of quality, 
having had many years of experience 
in this field. Prior to his present con- 
nection, he was with the Conrad Shoe 
Co., of North Abington, Mass. 

Both the Plymouth Shoe Co., and the 
Leonard & Barrows Shoe Co., are said 
to be enjoying a good business and 
their officers look forward to a busy 
season. 


Colonial: Men Meet 


Boston, Mass.—During the National 
Shoe Fair at Chicago, executives and 
sales representatives of the Colonial 
Tanning Company held a small conven- 
tion of their own, it was announced re- 
cently by Kivie Kaplan on his return 
from the Windy City where he spent a 
week. Attending the meeting were 
“Wally” Hatch, sales and promotion 
manager of the company; H. T. Tank- 
ersley and Tom Jones of St. Louis; 
I. C. Wehmeyer, Milwaukee; R. L. 
(“Mike”) Stiles, Philadelphia; “Gus” 
Sokol, of the company’s garment and 
glove leather division in Milwaukee; 
Ervin Manske, St. Louis; and A. L. 
Webster, recently appointed to handle 
the sales of pickled and blue splits in 
Chicago and vicinity. These men re- 
ported that they had booked quite a 
large volume of busines for the Spring 
season. 
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LITHOX EXTRA WEAR SOLES 
LITHOX SQUARE CORD SOLES & HEELS 
SQUARE CORD SHEET SOLING 
and SQUARE CORD HEELS 
For Good Wear at Low Price 


THE LITHOX CORP. 
WAPAKONETA, OHIO, U. 8. A. 
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Children's Shoes 
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Feldhake Opens in New Store 


SANTA Fe, N. M.— Mac Feldhake, 
owner of the Mac Feldhake Footwear 
Shop, has moved his business to a new 
location in the Renehan Building, this 
city. 

The new store has been completely 
renovated and remodeled and with the 
addition of new fixtures is one of the 
finest retail shoe stores in this section. 

Mr. Feldhake came to Santa Fe in 
1925 from Ohio where he learned the 
shoe business while attending school. 
In March, 1939, he opened his own 
shop on Don Gaspar Avenue, here. 

His brother, Leon A. Feldhake, is 
associated with him in the store. 
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Occasion Shoes Needed, 
Says Rhea Nichols 


New York—After an extended trip 
through the South and Middle West, 
Miss Rhea Nichols, of Allied Kid Com- 
pany, is of the opinion that play shoes 
are increasingly important. Hard work- 
ing American women know how to 
evaluate their leisure time. They may 


RHEA NICHOLS 


rush from business to volunteer work; 
they may spend six days a week in a 
defense industry, but evenings, and on 
short week-ends, they relax or play so 
that they may be ready to do a better 
job when they return to their work. No 
cther nation of women can cram as 
much in one day or week as American 
women; no other women can do so 
much and, at the same time, be so well- 
dressed. They may rise, eat, shop by 
the clock, even take beauty treatments, 
dancing or lounging by the clock—but 
they’ll be dressed from head to foot in 
the RIGHT clothes. Clothes are morale 
builders, whether they are efficient, 
comfortable or frivolous. This may ac- 
count for the early selling of play shoes 
—play shoes for lounging at home, play 
shoes to wear at the little place in the 
country, play shoes for compas or ac- 
tive sports. 

Retailers are just bennibaaibie to feel 
the demand for trim walking shoes, not 
only for volunteer activities, but for 
the increased walking due to the need 
for conservation of tires, cars and oil. 
Medical and beauty experts advise 
walking in fresh air as an aid to nerves 
and skins, for in time of stress both 
health and complexion must be guarded. 
Women find medium heel ties and spec- 
tators an asset to posture and general 
comfort. This brings about a revived 
interest in crushed leathers, for they 
are practical for mileage, clean and 
polish easily, and wear especially well. 

Dressy sandals, opened up _ shoes, 
sling pumps and clogs are “play” shoes 


of the gayer hours. Dramatic, elegant 
and flattering are three requisites for 
dress shoes. Colored Kid in multi- 
colored effects is flattering for shoes of 
this type. Two distinct trends are be- 
coming more apparent in color, Miss 
Nichols believes. There are the bright 
Mexican and Pan American Colors, 
and the soft tones culled from our own 
West. Together they can be promoted 
—the one as a costume, the other as ac- 
cessory. Bright red and green, both 
leading shoe and bag colors, are of good 
neighbor origin. The cream, natural, 
beige to brown group are fresh from 
our own West and South. 

Miss Nichols found the South color- 
ful and busy, very gay during leisure 
hours. Black patent is being featured 
for early selling. Colored suedes are 
important in merchandising programs. 
Navy Blue is late in opening up, but 
will be in large volume prior to Easter. 
Smooth and crushed kid have new 
fashion significance in al! types of 
shoes, Miss Nichols found. 


Large Attendance at 
Buffalo Show 


BuFFALO, N. Y.—A record attend- 
ance of shoe merchants from cities and 
towns of western New York, as well as 
Canada, crowded the third floor of Ho- 
tel Statler, here, to view the new 
Spring styles at the Buffalo Shoe Show, 
which opened Sunday, January 18th. 
The weather was ideal after three 
weeks of snow and zero weather. 

Heavy buying was experienced by 
the exhibitors and at times the rooms 
were so crowded with buyers, salesmen 
had to press their friends into service. 

Chairman Louis Rubin said: “This 
was the best and most profitable show 
ever held here and the volume of busi- 
ness was the largest ever done.” 

Salesmen are now making reserva- 
tions for rooms for the State Showing, 
to be held at Hotel Statler, June i4, 
15 and 16th. So far 65 reservations 
have been made. 


To Offer Bonds as Prizes 


Cuicaco, ILLt.— Lending industry 
support to the National Defense Pro- 
gram and Victory Campaign, the 
executive committee of the Central 
States Shoe Fair announces that five 
defense bonds will be offered as prizes 
at the shoe show to be staged May 17, 
18, 19 and 20 at the Hotel Morrison. 

These new prizes are being offered 
in place of a Great Lakes pleasure 
cruise previously announced by the 
committee. The change in plans took 
place at a meeting of the executive 
committee during the National Shoe 
Fair. Carl E. Verburg, chairman, sug- 
gested that the committee give its full 
support to the national defense pro- 
gram. 

Plans were also discussed for an ex- 
tensive advertising and promotional 
campaign to be addressed to retailers 
throughout the area, 
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Indiana Travelers 
Hold Meeting 


INDIANAPOLIS, INpD.-— The regular 
monthly luncheon and business meeting 
of the Indiana Shoe Travelers’ Associa- 
tion was held recently in the Hotel 
Washington. Ralph A. Baker, presi- 
dent, presided. 

The business meeting was opened by 
the secretary, R. Grosskopf, who fead 
a report of the meeting of the national 
organization held recently in Chicago. 
The advisability of moving the national 
headquarters from Boston to Chicago 
was thoroughly discussed and met with 
little success. After some discussion 
and arguments on the subject, Presi- 
dent Baker asked for a vote on the 
matter. It was unanimously defeated, 
It was also said that the Indiana or- 
ganization was the fourth largest 
group affiliated with the national body, 
a statement which brought hearty ap- 
plause. 

The matter of taking some part in 
the national and local defense program 
was settled by an agreement supported 
by all members, whereby the Indiana 
organization will purchase one defense 
bond each month during the present 
crisis. 

Because of the early convention this 
year the necessity of changing the be- 
ginning of the fiscal year was brought 
up for discussion. It was decided that 
the fiscal year would begin December 1, 
effective in 1943, and the election of 
officers would be held immediately 
thereafter. It was also suggested that 
the present officers remain in office the 
remainder of 1942 and skip the election 
this year, which was to be held at 
the next regular monthly meeting in 
February. 


Travelers Organize 
Employment Bureau 


Boston, Mass.—T. Kenyon Holly, 
president of The 210 Associates, Inc., 
an organization of shoe travelers, an- 
nounces the inauguration of an employ- 
ment bureau of the association, whose 
mission will be to place unemployed 
members in positions. 

“In forming an employment bu- 
reau,” stated Mr. Holly, “I feel we are 
tendering a service to our members 
that will be secondary in importance 
only to our main objective of giving re- 
lief. Added to our purpose of extend- 
ing a helping hand to the boys in our 
industry who are in need, is our further 
aim of placing our unemployed in posi- 
tions for which they are fitted. It is 
our hope that the manufacturers in 
our industry will look to us when they 
are in need of a salesman, and we as- 
sure them that we will conscientiously 
give them the man best suited for the 
job.” 

Willy Nordwind, chairman of the 
Employment Committee, will be as- 
sisted by George Barkin, Harry Cross- 
man, Harry Engelman, Charles Hard- 
ing, George Haywood, Leo Isaacson, 
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i 
Matthew Krassner, Jack Sandler and 
Ben Short. 

Mr. Nordwind and his committee re- 
quest that any member interested in 
securing a position call at the office of 
The 210 Associates, Inc., 210 Lincoln 
St., this city, where. he may fill out a 
form drawn up for this purpose. All 
information will be confidential. 


Sees Shoe Industry Least 
Affected by War 


Detroit, MicH.— Commenting on 
wartime conditions in women’s shoes, 
Ernest Bradshaw, manager of that de- 
partment at J. L. Hudson Company, 
said: 

“It appears that the shoe industry 


‘will be one of the least affected by war 


conditions. 

“After a certain time, it will no 
longer be fashionable to wear rubber 
soles. 

“Business has been very good during 
the past spell of zero weather; some 
stores have been running 50 per cent 
ahead, instead of 50 per cent behind, 
as should normally be expected, in such 
weather. I have advised our staff that 
we think there will be no shortage of 
shoes. We have found it very easy to 
sell additional pairs on the slightest 
suggestion. But we are not buying 
much above normal.” 


Shanklin Joins Joyce, Inc. 


PASADENA, CALIF.—George Shanklin, 
formerly of California Shoes, Ltd., has 
recently joined Joyce, Inc., manufac- 
turers of women’s play shoes and slip- 
pers, in their Merchandise Division. 
He will be in charge of the leather 
operation and will supervise buying 
and quality. 


Mr. Shanklin has had experience in 
all fields of shoe manufacturing. Start- 
ing his career at the cutting board in 
Brown Shoe Company’s Blue Ribbon 
factory at St. Louis, he subsequently 
became buyer of light weight upper 
leathers and was elected to the board 
of directors. 

Association. 





New Edition of Fashion 


And Footwear 


New York—The eighth edition of 
Fashion and Footwear for the Spring 
and Summer seasons of 1942, recently 
issued by the National Shoe Retailers 
Association, continues its reputation 
as an authoritative and comprehensive 
guide to fashion cpordination. The book 
is divided into six sections. . . . Resort 
(which is also Summer), Casual, Spec- 
tator, Tailored, Town and Evening. 
Swatches include shoe and bag colors, 
millinery, gloves, stockings, make-up 
and the leading costume _ shades 
slated to be important in the coming 
season. 

Three resort pages feature costume 
fabrics in Javanese prints, bandana 
prints and pastel colors. On the three 
pages for casual costumes, natural, 
new pastels . . . brilliant in tone... 
and cyclamen and gray are the costume 
colors. Spectator costume colors con- 
sist of caramel, green and military 
blue. Tailored pages feature pastels, 
gray and cocoa brown for costumes. 
Town pages show costume fabrics in 
cocoa brown, navy blue and black. 
Peach, white, red and purple are the 
colors for evening dresses and wraps. 

The book is prepared especially for 
the members of the National Retailers 
Association. 
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QUALITY 
WOMEN'S SHOE JOBS 
FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York City 
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25 Years as Window Designer 


New York—Matty Abrams is cele- 
brating his 25th year this month as a 
shoe window designer and trimmer. 

Well knoWn in the New York trade, 
Mr. Abrams possesses several prizes 
and awards presented him in shoe win- 
dow contests. Among his accounts dur- 
ing his 25 years in business are num- 
bered many of New York’s leading 
shoe retailers. 


Shoe Man Injured 


WaAvUKON, Ia.—Fred Hausman, man- 
ager of the H & H shoe store, has been 
nursing an extremely painful arm, 
caused by the accidental fall of a glass 
jar that penetrated his arm below the 
elbow, severing an artery. 
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War Hero Son Returns Home 


Lieutenant Jack Hasey with his mother and father who met him on his 
arrival in New York after four years abroad. 


BRIDGEWATER, Mass. — Lieutenant 
Jack Hasey, son of Fred Hasey who is 
retail manager for the Walk-Over Shoe 
Stores, arrived recently from his ser- 
vice with the Free French forces of 
General Charles de Gaulle. Although 
he is only 25 years old, Lieutenant 
Hasey is the only American to wear 
General de Gaulle’s Order of the Lib- 
eration. He has been decorated five 
times. 


Lieutenant Hasey went to France in 
1937, where he was employed by 
Jacques Cartier, the jewelry concern. 
When the war broke out two years 
later, he had to give up his membership 
in the French Foreign Legion because 
of his American citizenship. He then 
joined the American Ambulance Corps. 

During the Finnish-Russian cam- 
paign Lieutenant Hasey was on duty 
near Lake Ladoga when he was first 
wounded by a bomb fragment. He re- 
turned to the United States to recover 
and returned to France in 1940, just 
after the defeat of the French army. 
Wearing the uniform of the American 
Ambulance Corps, he was interned by 
the Nazis, but he finally escaped 
through Spain and Portugal to En- 
gland. 

While he was in England, Lieutenant 
Hasey enlisted with the Free French 
forces, and shortly after was commis- 
sioned a Lieutenant. He»was in the ex- 
pedition which tried unsuccessfully to 
take Dakar, and later was moved to 
Central Africa where he participated in 
the Free French attack on Southern 
Libya. He was transferred to Syria 
and was wounded by bullets in the 
abdomen, face and neck. 

Last month Lieutenant Hasey started 
for home. The plane in which he was 
traveling crashed its landing gear near 
Cairo, but he was not injured. He ar- 


rived at La Guardia Field aboard an 
Eastern Air Lines plane from Miami. 
He must undergo two operations be- 
cause of his wounds. 


Cavalier Company Completes 
New Building 


BALTIMORE, Mp.—With the comple- 
tion in late December of a new build- 
ing to serve as an addition to its manu- 
facturing plant, the Cavalier Company, 
of this city, has added five thousand 
feet of floor space to that previously 
available. J: V. Lobell states that the 
new space will be used for storage of 
finished goods in the extensive lines 
of shoe dressings and polishes that are 
made by the firm and also for the raw 
materials entering into these products. 


Hold “Safety Party” 


NortH RocHEstTeEr, N. H.—-Employees 
of those eastern departments of the 
Spaulding Fibre Company, Inc., which 
have operated during the last six- 
month period without a lost time acci- 
dent, were the guests of the manage- 
ment at the customary “safety party,” 
held January 10 in the Spaulding High 
School auditorium, Rochester. Included 
in the program were vaudeville acts 
staged by stars of the National Broad- 
casting Company. 

Departments represented at the 
party and the enviable records they 
have achieved were the Shoe Counter 
Department, seven years without a 
lost time accident; the North Roches- 
ter Fibre Mil], five years and five 
months; the two Milton Fibre Mills, 
four years; and the Rochester Box and 
Can Department, two years and ten 
months. 
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New England Production 
Shows 6 Per cent Gain 


Boston, Mass.—An analysis made 
by the New England Shoe and Leather 
Association of monthly report of 
the Bureau of Census shows that 
the three New land states produced 
9,831,181 pairs shoes during No- 
vember, a gain of 6 per cent over the 
same month last year. The national 
gain was 13.7 per cent. Gains by states 
were Massachusetts, 2 per cent; Maine, 
15 per cent, and New Hampshire, 13 
per cent. 

“New York,” says a statement issued 
by the association, “led all shoe states 
in production during November with 
a total of 7,277,022 pairs, followed by 
Massachusetts with an output of 5,618,- 
699 pairs. 

“For the eleven months period, Janu- 
ary-November, the New England shoe 
states produced 155,106,297 pairs, an 
increase of 20 per cent over the same 
period a year ago. Massachusetts’ shoe 
output was 20 per cent greater during 
this period and the gains for Maine 
and New Hampshire amounted to 21 
and 19 per cent, respectively. 

“The Massachusetts shoe industry 
employed approximately 40,000 work- 
ers during November and the average 
amount of total weekly wages paid 
them amounted to $638,051, according 
to the Association’s analysis of the in- 
dices of the Massachusetts Department 
of Labor and Industries. This repre- 
sented an increase of 14 per cent in 
employment and 40 per cent in pay- 
rolls over the same month last year. 
The average weekly wage during No- 
vember amounted to $19.84.” 





To Make Russian Army Shoes 


KEENE, N. H.—The Roberts-Hart 
Shoe Co. of this city has been awarded 
a contract for $178,000 to manufacture 
shoes for the Russian Army. 

Officials said additional workers 
would be employed to turn out the 
order for 50,000 pairs of the military 
footwear. 





Shoes Big Ad Item in Chicago 


‘ CHIcaGo, ILL.—The Chicago Tribune 

recently devoted a full-page promo- 
tional advertisement to the attention 
given shoes in its advertising columns. 
The advertisement revealed that during 
the last year 1,000 or more lines of 
advertising devoted to shoes had been 
placed by ten department stores and 
by forty-nine specialty shops. 





Retail Morale Vital 
[CONTINUED FROM PAGE 30] 


inine, you know, not even when times 
are most serious.” 

An open forum discussion on a wide 
range of retail topics followed Tues- 
day’s closing session of the convention. 
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N.E.S.L.A. to Hold 


“Victory Meeting” 

Boston, Mass.—The New England 
Shoe and Leather Association, through 
its president, Louis H. Salvage, an- 
nounces that the program of its sev- 
enty-third annual meeting, scheduled 
to be held January 28, has been en- 
larged to include as speakers repre- 
sentatives of the Office of Production 
Management and of the procurement 
divisions of the United States Army 
and Navy. In view of the presence of 
these men, the gathering is to be known 
as a “Victory Meeting” and will be held 
in the evening at the Copley-Plaza 


. Hotel here. 





LOUIS H. SALVAGE 


“Following a brief business meeting 
and the installation of officers and di- 
rectors for 1942,” said Mr. Salvage re- 
cently, “this meeting will be devoted 
solely to a defense conference on the 
effects of America’s all out-effort in this 
war on the shoe and leather industries. 
The principal speakers will be the lead- 
ing government experts in Washington 
whose official orders affect all members 
of the trade.” 

The speakers are Major Joseph W. 
Byron, Chief of the Leather and Shoe 
Section in the Office of Production 
Management; Brigadier General C. L. 
Corbin, Chief of Clothing and Equip- 
ment Division, Quartermaster Corps, 
War Department, and Commander F. 
P. Delahanty, Assistant Chief of Bu- 
reau of Supplies and Accounts, U. S. 
Navy Department. 

The Association’s Executive Commit- 
tee assisting Mr. Salvage in the con- 
duct of this meeting are Robert H. 
Adams, Charles T. Cahill, George A. 
Dempsey, James T. Gormley, H. O. 
Rondeau, Frank S. Shapiro and Max- 
well Field, Executive Secretary of the 
Association. 
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Buy United States Defense 
Bonds . . . regularly every week 


KIWI 


The Quality STAIN 
Shoe Polish 


MADE IN ENGLAND 








Highest Shoe Production 
on Record in 1941 


New YorK—<According to the Tan- 
ners’ Council of America, shoe produc- 
tion in December is estimated at 37,- 
500,000 pairs. This would be the 
largest output for any December on 
record. Estimated production was 18.6 
per cent greater than in December, 
1940, when output totaled 31,624,000 
pairs. 

Total shoe production for the year, 
including the December estimate, is 
492,754,000 pairs. This is the largest 
annual output ever recorded. The high- 
est total prior to 1941 occurred in 1939 
when 424,136,000 pairs were produced. 
Included in the 1941 total are approxi- 
mately 14,700,000 pairs of shoes for the 
Army and other services. 

It is reported by the Council that 
shoe manufacturers indicate a slight 
reduction in output for the current 
month. Production in January is ex- 
pected to be slightly less than a year 
ago. 

Comparative figures for annual shoe 
production in 1941 and preceding years 
are as follows: 1941 (estimate) 492,- 
754,000; 1940, 404,151,000; 1939, 424,- 
136,000; 1988, 390,746,000; 1937, 411,- 
949,000; 1936, 415,227,000. 
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SALESMEN WANTED 


FOR SALE 


HELP WANTED 











We have an opening for two sales- 
men who are now actively selling 
women’s shoes to carry our line of 
women’s styled corrective shoes that 
retail for four dollars and which is 
backed up with a substantial instock 
Department. Kindly give us detailed 
information regarding yourself, terri- 
tory you are now traveling and type 
of trade you are calling for. 


Address 406, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 














XPERIENCED SALESMAN for Illinois, 

Indiana, Wisconsin wanted to sell in-stock 
Line of Women’s Novelties, Arch Support 
Shoes and Sport Oxfords. State experience, 
age, and references. Address $407, care Boot 
& Shoe Recorder,*100 East 42nd Street, New 
York, N. Y. 





WANTED: Side line salesman for retail trade 

for Southern California line Women’s low- 
priced play and sport shoes; and Men’s hard 
sole slippers in stock. Apply by letter to M. 
J. Witherill, Room 1401, 189 West Madison 


Street, Chicago, Illinois: 





SIDE LINE SALESMAN 








Side Line Salesman Wanted 


to represent one of the Country's largest 
Moccasin Houses. In-stock line of moccasins 
and moccasin types. Also popular priced 
sandal line. Many territories open. Com- 
mission basis. 


Address P. 0. Box 102 
Bangor, Maine 














IDE LINE SALESMEN, with established 

following preferred, for complete nationally 
advertised line Athletic Footwear, Riding Boots, 
Baseball Shoes, Golf Shoes, Military Boots and 
Shoes, Moccasins, and many other items fea- 
tured in 42 page catalog. Straight commission 
to start. Address $408, care Boot & Shoe 
ps te 100 East 42nd Street, New York, 


ESTABLISHED FAMILY SHOE STORE, 

County Seat, one of the richest agriculture 
sections in Midwest. Best location with three 
year lease. Address $409, care Boot & Shoe 
Recorder, 100 East 42nd St., New York, N. Y. 


EXPERIENCED SALES PEOPLE for high 

grade family shoe stores in North Jersey. 
Exceptional opportunities. Write or telephone 
for appointment. Miss Spetgung, Stenchever’s, 
96 Main Street, Paterson, N. J. Sherwood: 
2-5861. 








POSITION WANTED 


RACTIPEDEST, Correctest and Expert foot 

man, thorough experience in fitting all types 
Arch Supports, Elastic Stockings and Ortho- 
pedically designed shoes, such as M. W. Locke, 
Health Spot, Doctor Stablizer, etc. Also can 
build special Arch Supports. Three years’ ex- 
perience as store manager and factory fitting 
expert; ble of building «your present shoe 
department into first class Orthopedic Depart- 
ment. Shoe ain organization experience; also 
will id t of shoe store. Avail- 
able at once. Expect reasonable salary. A-1 
reference. Further details address P. O. Box 
253, Paducah, Ky 














ADVERTISING BACKGROUND &ANTER- 

RUPTED TO FEEL consumer’ pulse as 
Manager of Family Chain in Pennsylvania; 
doing $1,000 weekly. Will resign to ent in 
executive position, salary and bonus arrafige- 
ment. American born; prefer New York teftri- 
tory. Over thirty-four; draft proof. Address 
#412. care Boot & Shoe Recorder, 100 Hast 
42nd Street, New York, N. Y. 





SHOE MANAGER, highly experienced, also 

window trimming, seeks to better his present 
position. Draft deferred. Address $413, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 





BUSINESS OPPORTUNITY 








HUARACHES 
EFFICIENT MEXICAN EXPORTER 
WANTS BUSINESS relations . with 
firms importing Huaraches and Leather 
Goods. Actually most advantageous of- 
fer. Write “"Mex-Curios" 

Mexico City, 22 Articulo 123 

















LINE WANTED 


WANTED TO PURCHASE 





EXPERT Corrective Fitting Instructor, twenty 

years Central West selling; recently Kansas, 
Oklahoma, Priorities makes change imperative. 
PATRICK A. MORGAN, 3529 Elmwood 
Avenue, Kansas City, Missouri. 





UYER- OF UPPER LEATHER, remnants, 
white Buck, Patent Leather, Suede, Calf, 


Alligator, etc., medium and large; any quantity. 
DAVID MATTEREWITZ, 13 Frankford St., 
New York. 





RETAIL SHOE SALESMAN WANTED: 

Experienced in popular priced shoes for en- 
tire family, who with brief training period can 
assume management of Family Shoe Store in 
Indiana town of 10,000. Prefer man now lo- 
cated in Indiana, Illinois, Ohio or Michigan 
Address $411, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





MANAGER WANTED: For Medium Price 
Family Shoe Store, Middlewest. Prefer 
married man between 30 and 45; must have 
clean record. Salary and bonus. Address $410, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York N, Y. 





Promotion Stunt 
Increases Sales 


SEATTLE, WASH.—A group of shoe 
stores of the collegiate district of 
Seattle joined together to pull footwear 
business to the university sector close 
to the campus of the University of 
Washington, with its 10,000 students, 
by offering a ride home on the bus 
gratis after pre-Christmas shopping. 
Nordstrom’s university shoe store, as 
well as Gallen Kamp’s and Armstrong’s 
Shoe Store increased holiday sales of 
slippers and shoes by means of this bus 
ride with a ticket furnished to the 
patron good for a ride before or after 
the peak-load hours. Such a bus ticket 
spread out patronage and bus riding 
and helped national defense and the 
blackouts by taking some of the thick- 
ness out of bus loads at peak times and 
helping to avoid traffic accidents. 


John M. Schlafly 


CANTON, OH10—John M. Schlafly, 75, 
retired Canton shoe salesman and a 
50-year member of the Independent 
Order of Odd Fellows, died, recently, 
leaving his widow, daughter and a son. 








CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases - 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in adva 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication 
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BARSH & CEASAR 
19 N. Fourth St. Philadel Pa. 
Pho arket 

















SELL YOUR SURPLUS STOCKS 
KIRSCH-BLACHER CO., INC. 
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Makes New Line of 
Defense Shoes 

PARKERSBURG, WEST Va.—The Gross- 
man Shoe Company of Parkersburg, 
W. Va., specializing in the manufacture 
of women’s tailored footwear to retail 
at popular prices, is now promoting a 
specially designed series of civilian de- 
fense workers’ models, trade-marked: 
“Home Front Shoes,” which will be 
merchandised in early Spring by lead- 
ing department and specialty stores. 

Henry J. Grossman, president, says 
it is a line to meet the wider needs of 
both occupational and voluntary work- 
ers in the defense of America. 


Shoe Men Named 
To Retail Board 

MONTGOMERY, ALA.—Oscar Coving- 
ton, owner of Covington’s shoe store, 
was elected president of the Montgom- 
ery Retail Merchants Association for 
1942, 

Harry Horne, manager of Kaber’s 
shoe store, was elected to membership 
on the board of directors. 





January 24, 1942 





Department Store 
Trade Rising 

CHicaGo, ILL.— Department store 
trade in the Seventh Federal Reserve 
District, comprising the States of Illi- 
nois, Indiana, Iowa, Michigan, and 
Wisconsin, is reported by that source as 
operating at a very high level through- 
out 1941. Consumer spending, accord- 
ing to the report increased as income 
payments advanced under the stimulus 
of tte defense program. In the third 
quarter of 1941, there was.heavy for- 
ward buyipg by consumers in anticipa- 
tion of shortages and higher prices on 
many consumers goods, higher taxes 
on many products, and installment 
credit control. Higher retail prices, as 
well as increased physical volume of 
sales, have contributed to the increase 
in the dollar volume of department 
store sales. 

Department store sales in the seventh 
district in the first ten months of 
1941 were 17 per cent greater than in 
the same period in 1940, and 22 per 
cent greater. than in the corresponding 
months of 1939. Sales in each month 
since March, 1939, showed a gain over 
the corresponding month of the pre- 
vious year. Sales in July, August, and 
September of this year were, 24, 29, and 
25 per cent greater than in the same 
months of 1940. Sales in October were 
12 per cent above sales in October, 
1940, and preliminary figures indicated 
November sales would also be 12 per 
cent above a year ago. 

The larger and rapid increase in in- 
come payments engendered by the de- 
fense program was foremost among the 
factors which caused the high level 
of sales. Manufacturing payrolls in the 
seventh district in October, 1941, were 
30 per cent greater than in October, 
1940, and 53 per cent greater than in 
June, 1940. Higher prices for farm 
products have increased cash receipts 
of farmers. Cash income from farm 
marketings and Government payments 
for the States of Illinois, Indiana, Iowa, 
Michigan, and Wisconsin in the first 
nine months of 1941 was 24 per cent 
greater than in the first nine months 
of 1940. 


1941 Business in 
Milwaukee Up 


MILWAUKEE, Wis.—Business for Mil- 
waukee firms, including shoe dealers 
and manufacturers, ran ahead gener- 
ally in 1941 over the preceding year. 
Retail sales during the Christmas shop- 
ping season here totaled about $58,- 
000,000, which is $8,000,000 more than 
1940, according to Daniel J. McNally, 
manager of the retail division of the 
Association of Commerce. Merchants 
generally reported a 5 to 20 per cent 
increase in the dollar volume of sales, 
with the improvement for the most part 
attributed to the buying of higher 
quality merchandise rather than an 
increase in the number of items sold. 

Milwaukee industry in 1941 culmi- 





nated the busiest year in its history 
with an all-time record output of $940,- 
000,000 value, as against the $912,000,- 
000 former factory high of 1929, ac- 
cording to Irvin J. Ott, manager of the 
Milwaukee Association of Commerce’s 
industries division. Admitting that 
1942 will bring some serious setbacks 
in production to non-defense lines in 
Milwaukee, the division’s report points 
out, however, that “the other side of 
the picture is that Milwaukee industry 
wherever possible has shown remark- 
able elasticity of operation and inci- 
dentally a high degree of managerial 
acumen in changing from peace to war- 
time pursuits. 

“The firms that have been able to 
change over have increased or are in- 
creasing output to a point which will 
more than offset the productive losses 
of non-defense plants. 

“To accomplish these changeovers to 
meet new governmental defense de- 
mands, over $30,000,000 of new fac- 
tory buildings and production ma- 
chinery were acquired or contracted for 
in Milwaukee County since June, 1940, 
the start of the defense program.” 

Milwaukee County wholesale and job- 
bing business also rose to a new all- 
time high in 1941—$550,000,000, as 
against $450,000,000 in 1940 and $545,- 
000,000, the previous record peak of 
1929. Major defense orders, without 
question, can be credited with playing 
a dominant role in the increasing whole- 
sale trade in the state’s industrial cen- 
ters, but fair prices received for farm 
goods in 1941 formed a solid founda- 
tion for stabilized rural buying up- 
state, it was reported. 

Earnings of workmen in Wisconsin 
totaled at least $142,793,100 more in 
1941 than in the previous year on the 
basis of federal old age insurance tax 
collections, according to Frank J. Kuhl, 
collector of internal revenue. Old age 
payments for the 12 months in 1941 
totaled $15,690,031 compared with $12,- 
834,169 in the previous year. 





Shoe Business Shows 


Improvement 


ATLANTA, Ga.—Gradual recovery 
from the “war reflex” and the advent 
of more rainy weather have served to 
stimulate the shoe business here during 
the past week, which had been rather 
badly shot to pieces following the Pear! 
Harbor episode. While still not up to 
normal, dealers report a steady im- 
provement and are looking forward to 
@ more normal business in January. 





Store Gives Defense Stamps 


CoLumBus, OHn10—In a move to aid 
the government finance the war, Grei- 
ner’s Family Shoe Store, Main and 
Fifth Streets, issued defense stamps to 
customers making purchases of $1 or 
more during December. Ten per cent 
of the purchase price was given to the 
customer in defense stamps without 
cost to the buyer. 











Dates to Remember 


Monthly Shoe Buyers’ Days, Shoe 
Travelers Association of Chicago, 
Hotel Morrison, Chicago, Ill. 

February 23, 24, 1942 

NATIONAL FOOT HEALTH 
WEEK. April 20-25, 1942 

Introduction of Fall Footwear Fash- 
ions, St.. Louis Shoe Manufac- 
turers Association, New York 
City May 4, 5, 6, 7, 1942 

Central States Shoe Fair, Hotel 
Morrison, Chicago, Ill. 

May 17, 18, 19, 20, 1942 





Predicts White Shoes 
For Blackout Wear 


HOLLYwoop, FLA.—Jesse. Adler, vice- 
president of the National Shoe Retail- 
ers’ Association, who is spending his 
annual mid-Winter' vacation at the 
Hollywood Beach Hotel, is predicting 
a big run on white shoes, for both Sum- 
mer and Winter wear, by men and 
women. “We'll wear them during 
backouts,” he promises. He declares 
that the demands due to be made on 
the shoe industry of the nation are 
going to tax the industry to the limit. 
“If we put a 4,000,000-man army in 
the field,” Mr. Adler points out, “it 
means at least 32,000,000 pairs of new 
shoes. In addition, the government has 
already promised 25,000,000 pairs of 
shoes to our allies. That makes 57,- 
000,000 pairs we are due to produce for 
military purposes alone. And that 
means someone is going to have to 
sacrifice.” 


1941 Retail Sales Volume Up 


PROVIDENCE, R. I.—Practically all 
shoe retailers in this city finished 1941 
with a larger sales volume than for the 
previous year, and many report the 
largest sales volume in business his- 
tory. 

Mathew Luciana, manager of G. R. 
Kinney, Inc., reports that 1941 sales 
were 55 per cent ahead of 1940, giving 
the store its largest sales volume under 
Mr. Luciani’s management. This store’s 
slipper business for December was 50 
per cent ahead of the figure for that 
month of 1940. 

G. C. Goodes, manager of the Enna 
Jettick Boot Shop, reports a gratify- 
ing sales increase for 1941, giving the 
store its largest sales volume in his 
recollection. Stephen O’Neil, manager 
of the shoe department at Kennedy’s, 
reports an increase which gives the de- 
partment the best business it has ever 
had. William Briggs, manager of the 
Red Cross shoe department at The 
Boston Store, reports a banner year. 

At the Alexander Lapp Co., retail- 
ers, it was reported that. sales volume 
was considerably ahead of expectations. 
This store was started about a year 
ago, and has no previous records to 
make comparisons. It has enjoyed a 
gratifying monthly increase. 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


AIR-TRED SHOE CORP., Auburn, Me.. 

ALLIED KID CO., New York, Boston, Philadelphia 
AMERICAN FELT COMPANY, Glenville, Conn. .... 
BARIS SHOE COMPANY, New York City....... 
BARSH & CEASAR, Philadelphia, Pa... 

BASS, G. H., & CO., Wilton, Me... 

BELLAIRE SHOE COMPANY, Portland, Me. 
BROOKS SHOE MFG. CO., Philadelphia, Pa.. 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 
CONNEL, J. M., SHOE CO., Braintree, Mass. 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. 
EVANS, JOHN R., & CO., Camden, N. J. 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 
GOODWILL SHOE CO., Holliston, Mass. 
GOODYEAR TIRE & RUBBER CO., Akron, O. 


KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 


KIRSCH-BLACHER CO., INC., New York City 


LEVOR, G., & CO., INC., Gloversville and New York City 


LITHOX, THE, CORP., Wapakoneta, O. 
LYONS & CO., New York City.. 


MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass. 


NATIONAL SHOE STORES 

RICE-O'NEILL SHOE CO., St. Louis, Mo. 
ROBERTS-HART, INC., Keene, N. H.... 
ROBERTS, JOHNSON & RAND, St. Louis, Mo. . 
RUBIN, IRVIN, New York City..... 

SELBY SHOE COMPANY, Portsmouth, O. 


SHOE Pen CO. ICs abereyM. Vun... el keen mete daenlen 
SPAULDING FIBRE CO., No. Rochester, N. H.................. 


SUPERIOR SHOE CO., Chicago, Ill 
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TWEEDIE FOOTWEAR CORP., Jefferson City, Mo............. 


UNITED LAST COMPANY, Boston, Mass... .. 
UNITED SHOE MACHINERY CORP., Boston, Mass. 
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Boot and Shoe Recorder 





UNIFORM SHANK FIT 
Each shank fitting is made directly 
to the lasts of the shoe manufac- 
turer. After the shank is cut and 
formed, Vita-Tempering preserves 
the ACCURACY of fit and the 
UNIFORMITY of bend that is 
important to the science of shoe- 
making. 


DEPENDABLE RIGIDITY 


A steel shank. like a bridge, is a 
weight bearing structure—and 
Vita-Tempering provides the sup- 
porting STRENGTH needed for 
long shoe wear. Tests are made 
during production of every lot of 
shanks to confirm STRENGTH— 
HARDNESS—TOUGHNESS. 


CLEAN SHANKS 
The shanks, coming from the Vita- 


Clean shanks make cleaner shoes. 


To identify shanks that are tougher, stronger and 
more uniform every box of Vita-Tempered Steel 
Shanks is labeled with the red V-T seal. 


The result of metallurgical research, Vita-Tem- 
pering is a new and different process—an engi- 
neering achievement that brings improvements 
to shoes and shoemaking. For extra protection 
of quality, manufacturers use Vita-Tempered 
Steel Shanks. 








GERBERICH- PAYNE SHOES WARRANT YOUR 


YOUNG AMERICA LOOKS TO ITS FEET... 


. 





GERBERICH’S SERVICE is a careful service from manufacturer right, 
through to the completed sale. Carefully made from finest mate-. 


rials, over scientifically graded lasts, they warrant and get far 
more intelligent and accurate fitting. With practical GERBERICH- 
PAYNE IN-STOCK facilities, you can sell heavy on wanted size runs, 


knowing that fill-ins will be, there when you need them. A fair 


mark-up on every pair of GERBERICHS, STRIDE RITE, JUNIOR ARCH 
PRESERVER and OFFICIAL BOY SCOUT SHOES makes attention to 
fitting detail worthwhile from a profit standpoint. When Young 
America Looks To Its Feet, Sell Them Gerberich-Payne Shoes. 


GERBERICH- PAYNE 
SHOE COMPAN! 


MOUNT JOY + +> PENN. 


Ni ae dele an @laila: WY lelgelaleler— Build 
Room 405 
os Angeles Hotel Lankers! 





